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When one door is shut, another opens. 
—Miguel de Cervantes Saavedra (Don Quixote) 


EVOLUTION OF 
A COLLECTIONS MAN 


Your high school guidance coun- 
selor probably overlooked telling you 
about a career in debt collecting. It isn’t 
offered in college. No one ever set out 
to intentionally hunt down and collect 
on bad debts as a career path. Most 
folks with the responsibility of contact- 
ing people who are behind on some 
kind of payment are stuck with one 
butt-ugly job. Collections is a dreary 
and thankless task filled with days full 
of people who blow the collectors off, 
and the requests for payment, knowing 
full well they can get away with it. But 
that’s not my story. I don’t have to put 
up with anyone’s crap. I get the 
money—and you can do it, too. 

I didn’t plan on doing collections 


for a living either, but the journey I’d been on sure did prepare 
me for it. I was a big-city kid with the smarts to hustle bucks 
from a very young age. My cousin and I booked football bets 
from our school chums. We found out that virtually everyone 
wanted to bet, but some were reluctant to pay up. Later, I dis- 
covered that everyone wanted to get high or borrow money 
and, again, that some were unwilling to make good on what 
they owed. All this backsliding required that I hunt down and 
round up all outstanding dollars owed to yours truly. 

These problems could have been totally avoided by sim- 
ply demanding payment up front, by taking only rock-solid 
collateral, or by not lending or fronting things to anyone 
regardless of circumstances. It’s tough to stick by those 
rules, though, because risk is a necessary part of both life 
and business. 

Regardless of which type of hustle I promoted—book- 
making, loan sharking, or prohibition busting—there were 
always plenty of chiselers to be chased down. I learned a lot 
from thousands of collection attempts made over 20 years’ 
time. The lessons taught me how to be successful at collec- 
tions, and I have distilled them in this book. The bottom line 
on what doesn’t work, at least not for long, is easy: blustering 
and leg breaking are totally out. They may provide some tem- 
porary satisfaction, but those tactics are nothing but trouble 
in the long run and frequently fail at getting the money—and 
getting the money is the most satisfying outcome of all. 

My résumé also includes the ownership of several legiti- 
mate businesses begun with the hope of being able to segue 
to a fully legal, normal, and carefree existence. Thieving 
employees, never-ending government interference, whining 
partners, and treacherous customers were what I got instead. 
Worse, however, was that the debt cheats flourished in this 
world too, bouncing checks and reneging on payments to my 
businesses as promised. Once again, I was forced into the role 
of debt collector. 

Sensing the potential trip to the stroke ward that awaited 
me and being aware of the opportunities that existed, I 
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jumped ship to pursue independent debt collections full time. 
1 had always chased down money owed me and pursued 
opportune collections that were brought to my attention, but 
I had no idea how much demand for my services there would 
be. While avoiding both arrest and injury, I have enjoyed a 
good lifestyle, significantly reduced the stress in my life, and 
found a lucrative profession in which the supply of work 
available vastly exceeds those who are ready to tackle it. You 
can say a lot of bad things about welchers, but they guaran- 
tee job security because they’ll always be around. 


GROWING OPPORTUNITIES 
FOR DODGERS AND CHEATS 


Deadbeats and real cheats don’t give up the money unless 
the cost of continued resistance is more than the cost of pay- 
ing up. This is due to debt dodgers being little intimidated by 
the penalties imposed by this society on those who take a 
vacation from making good on their financial obligations. As 
a result, debt payment avoidance is expanding rapidly, as is 
evidenced by the astronomical amount of credit card debt 
and the record number of bankruptcies. You can make 
demands, attempt to get relief in the courts, or consult the 
phone book for help in collecting on money owed to you. 
However, the problem in attempting to actually impose your 
will on the debt dodger is that virtually all conventional meth- 
ods of collection are easily circumvented by anyone deter- 
mined to avoid paying up. 

Collection agencies are listed in your local phone book. 
Unfortunately, their ability to collect from deeply entrenched 
debt dodgers is extremely limited by the threat of litigation 
should attempts at collection border on anything more than 
empty threats. A wide variety of tactics are used by credit 
creeps and debt skippers to avoid meeting their financial 
commitments. What follows is a sampling of how these rat- 
bags avoid paying up. 
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Court Judgment 
Let’s begin with court judgments. The problem with judg- 
ments is that they have no power of enforcement to back 
them up. Execution of the order is another round of expenses 
and effort, with no guarantee of satisfaction. I could go on for- 
ever, but the bottom line on judgments is that they don’t offer 
any challenge at all to the dedicated judgment jumper. 


Garnishment 

Garnishment is another collection myth that many people 
believe. The usual progression of frustration consists of first 
getting a judgment, followed by a useless garnishment order 
to recover the money “won” in the judgment. If the garnish is 
applied to the debtor’s bank account, you will probably find it 
empty or recently closed. The next step is to find out that the 
garnishee’s employer has notified the garnish gopher of the 
impending tariff about to be levied on all future earnings 


_ while employed at that particular business. No problem for 


the experienced gopher: he just dives underground, surfacing 
perhaps as an “under-the-table” employee of the same busi- 
ness because he and the boss have worked out a mutually 
beneficial deal. The business owner avoids employee taxes 
and realizes a considerable savings. If the employer doesn’t 
agree to this arrangement, the rodent gets another job and 
remains there until located again. Such skilled workers as car- 
penters, auto mechanics, laborers, and cooks can always find 
underground work. 


Bankruptcy 

Bankruptcy is used in many different ways to avoid pay- 
ing what’s owed. You can go totally bankrupt or temporarily 
banko and get time from a bankruptcy court to reorganize and 
pay down debts. Regardless of which type of bankruptcy is 
selected, the effect on the person or business owed money is 
the same: little or no money for him or it. Even the threat of 
bankruptcy gives the debtor much strength in his negotiations 
to remain afloat. 
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The thing that bankruptcy and all the other payment-avoid- 
ance tactics have in common, of course, is that most people are 
put off from further pursuing what's owed them by these 
maneuvers. What the collection pro sees, however, is a person 
who still has assets (usually) and a debt to pay—period. 


Getting Around Liens and Levies 

Lien and levy lizards have a great arsenal of weapons at 
their disposal]. To begin with, prejudgment liens are a pain to 
get and are usually avoided. They require a cash bond, the 
ability to show probable cause that the subject is going to liq- 
uidate assets before a judgment can be gotten against him, 
and proof that you are likely to win that judgment. Liens and 
levies can be avoided or put off with “claims of exemptions.” 
A “preference avoidance action” can even take back levy- 
seized assets if a bankruptcy is filed within 90 days. 

For example, deadbeat dads and moms are a huge source 
of unsatisfied and uncollectable monies afloat. Different com- 
binations of judgments, garnishes, and even liens and levies 
are involved in child support cases. Little satisfaction is usu- 
ally achieved by those actions, though, unless the parent in 
question chooses to be cooperative. Various laws and scenar- 
ios may or may not lend themselves to making it worthwhile 
for a private collector to go after these fine role models. If no 
law or statute directly bars a collector from taking half of the 
loot, you, the ex, and the kid(s) might be in the running to col- 
lect from the jerk or jerkette in question. 


Rent Rats and Drug Dummies 

A final category of subspecies includes rent rats and drug 
dummies. These creatures come in assorted flavors, but their 
common and distinguishing features include bounced rent 
checks, eviction dodges, and property damage. It really sucks 
when some ugly and drug-twisted boyfriend of the well- 
dressed little pixie you originally rented your house to tells 
you where to go and how to get there in less than diplomatic 
terms. Especially if you face months and months of lost 
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income with no recourse other than to be nice in hopes of 
finding less rather than more damage to the rental once 
they’re finally out. Evictions take time and money, even if you 
think that the bum in question is manufacturing or selling 
drugs on your property. Questionable probable cause and 
overburdened cops and courts will keep most government 
types from coming to your rescue. 

The opportunities just described for those who choose to 
blow off their financial obligations have worked well for these 
bums over the past couple of decades. Things like the Federal 
Fair Debt Collection Act and the Federal Trade Commission’s 
(FTC’s) section five rules, without going into the mind-bog- 
gling details, effectively neuter all but the weakest of collec- 
tion tactics. Mild threats made on pink paper, carefully 
restrained tongue lashings, and empty references to “further 
actions,” lawsuits, and garnishes are the only weak and inef- 
fective weapons left. Individuals, collection agencies, book- 
keepers, and collection managers are left with much frustra- 
tion and little hope in their fight against a growing army of 
debt dodgers. 


GROWING OPPORTUNITIES FOR 
THE COLLECTION CAREERIST 


Where there are opportunities there are opportunists, and 
it cuts both ways. The rapid expansion of debt payment 
avoidance and the strict limitations placed upon convention- 
al collection methods has combined to create much opportu- 
nity for those willing to avail themselves of it. I’ve figured out 
how to make debt dodgers pay up, and you can do it, too. 

Private collections is as lucrative a career as you care to 
make it. If you prefer an exciting, adventurous, and drudgery- 
free occupation with no disrespectful bosses, employees, co- 
workers, or customers to contend with, this is it. Besides my 
underground résumé, I’ve got six years of college and an 
impressive legitimate résumé. Of all the jobs I could have, I 
chose this one. That ought to tell you something about the 
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comfort level and sense of job satisfaction and security I enjoy 
from this line of work. The occupation of private debt collec- 
tion offers independence, freedom of action, and virtually no 
competition in a rapidly growing world of opportunities. 

The breakdown of the justice system combined with ever- 
swelling ranks of scoundrels makes for a growth industry in 
all occupations that involve extrajudicial processes. What fol- 
lows are 10 other career opportunities that have some things 
in common with debt collecting, and why I prefer and recom- 
mend my line of work over all of them. Some are fairly main- 
stream, others are blatantly outside the law, and all involve a 
certain element of risk. 


Extortionist 

The first occupation reviewed is extortion. This major 
crime involves creating or gathering useful information on the 
mark and then threatening or coercing him to extort money or 
other coveted items away from him. I suppose that you could 
make a lot of money as an extortionist if you planned well 
and picked victims who have lots of liquid assets and plenty 
of skeletons in their closet. If done right, there would be little 
desire by the victims to report the crime, lest their losses be 
further increased through public exposure. The bottom line 
on this career path is that, if you don’t mind taking a shot at 
a pass through the big house, then sure, why not? I’ll pass on 
this one, however. I look bad in stripes and prison blues. 


Enforcer 

This is a great gig for young crazies with a penchant for 
brutality, home invasions, and gun battles. Work is quite 
plentiful and easy to get—just apply at the local hangouts for 
dopers, bookies, or loan sharks. As full of excitement, adven- 
ture, and door busting as this career is, it’s hard to believe that 
I don’t recommend this line of work more highly. Perhaps it’s 
just jealousy on my part, or maybe it’s simple respect for gun- 
wielding citizens frightened out of their minds as their front 
door is being broken down. It amazes me how many fools will 
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crash through a door based only on the hope that “I’m too 
bad for this little punk to be trying on.” My advice is, don’t let 
those be your last words when living in the most gun-happy 
country in the world. 


Thug for Hire 

A thug for hire is often maligned, but the occupation is 
much in demand. Inadequate police protection from the 
herds of predators that roam freely in our land has given rise 
to those who will personally take care of what needs to be 
done. From clearing doorways of punks and dirtbags for small 
business owners in gritty downtown areas to giving a stalker 
the bum’s rush out of town, this is a real growth industry. I get 
as many offers of money to go kick ass as I do requests to col- 
lect money. In the short term, ass whuppin’ for bucks can be 
great, as long as it ain’t your butt that winds up getting kicked 
to the curb. In the long term, though, injury and arrest are 
always gonna be on the horizon, so I have to recommend 
against this one, too. 


Eviction Specialist 

Moving on to the less criminal skills, let’s begin with evic- 
tion specialist. Again, this ain’t the kind of people you'll find 
listed in the phone book under “Eviction Services.” This is the 
type you hire to roust and oust ratbags who think that they can 
live for free in someone else’s home or apartment, depriving the 
owner of both use and income, just because the wheels of jus- 
tice turn slowly in enforcing evictions. It can easily take three 
to six months from when the nonsense first begins until the 
sheriff actually shows up to escort the bums off the property. 
The standard procedure and price for a quick eviction job is 
half of three months’ rent income to do the job. If the home 
owner or rental agency is agreeable, you open up the dirty 
tricks floodgates on the gooners. You aren’t trying to finesse 
money out of these rent rats; you just want ’em gone. So sic the 
cops, the neighbors, and every other hungry dog you can round 
up on them until the tenants are totally exhausted and give up 
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the fight. This is really easy money, but the only real problem is 
that there usually isn’t enough work available to consistently 
make a living at it unless you are in a very large city. 


Bounty Hunter 

The closest occupation to collection arbitrator is bounty 
hunter. Both occupations require cleverness, timing, and 
bravado. The big difference is that it doesn’t take much 
finesse to get the drop on a legally bagable old swamp rat of 
a bail jumper when your end game is simply to stick a gun in 
his face and yell, “Gotcha!” Plus, it’s difficult to break into 
this field of work, because there are only so many rats on the 
run with a price on their heads at any given time. Also, debt 
dodgers are a lot less likely to turn into gun-wielding desper- 
adoes than people who’re afraid of losing their freedom. 
When people ask me to describe what it is that I do, I often 
tell them that my job is a lot like that of a bounty hunter: we 
both bring down the prey to get paid. The difference is that my 
prey is the money itself, and 1 don’t take prisoners. 


License-Plate Bounty Hunter 

A new and growing area of work is license-plate bounty 
hunting. Some states have passed laws that crack down on 
uninsured drivers in a very immediate and effective way. A 
pool of money, provided by insurance companies, pays license 
plate bounty hunters $50 for each set of license plates turned 
in, taken from the vehicles of persons whose insurance has 
lapsed. The day that the insurance lapses, the information is 
immediately available for anyone game enough to go and 
attempt the snatch. I like this concept, but it’s only practiced 
in a few states. It almost makes you want to call all of your 
neighbors’ insurance companies and cancel their vehicle 
insurance policies just to pick up some easy cash, doesn’t it? 


Repo Man 


Next up on the rapscallion review list is the repo man. The 
repo game, from what I’ve seen of it, varies from pros who 
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actually hunt down cars for repossession to tow truck jockeys 
trying to make a few bucks on the side. The law is pretty spe- 
cific about the do’s and don’ts of repossession, and I’ve never 
seen this as a very appealing career, more out of personal 
taste than anything else. 


Divorce Arranger 

“Divorce arranging” is a real micro-niche of a cash generator. 
Pictures of the frequently philandering spouse or the spineless 
but corruptible significant other in an extremely compromising 
scene are fairly easy to arrange. These may or may not be of use 
in a courtroom, but they usually are enough to get stuck pro- 
ceedings moving again and reduce nasty property division and 
child custody fights in favor of your client. An example of how to 
arrange this sort of thing is discussed in a later chapter. This is a 
safe and easy money maker, guaranteed to entertain everyone 
but the mark. Again, limited clientele availability is the main 
drawback in doing this full time. 


Skip Tracer 

Skip tracing is a job that’s also done by private investi- 
gators. Professional skip tracing and the missing person 
locator business are very crowded fields that are rapidly 
being taken over by large companies that can afford to pur- 
chase and pursue huge and expensive databases. This is 
becoming a real no-man’s-land for the individual looking to 
make money independently. 


Process Servers 

I might be wrong, but isn’t there an old country western 
song that goes, “Mothers don’t let your children grow up to be 
process servers?” This job usually yields chump change, has 
an element of ugliness and danger to it, and reeks of flunky- 
ism, spinelessness, and interbreeding with weasels. Call me 
prejudiced, but I think process servers are punks who deserve 
the same respect you’d normally reserve for Dumpster 
dwellers, houseflies, and lawyers. 
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The bottom line on ail of these different occupations, at 
least for myself, is that, in contrast to private debt collections, 
none of them can hold a candle to my profession for avail- 
ability of work, safety from physical or legal ramifications, 
and profitability—if the job is done right. 
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Legal Issues Versus 
Street Realities 


i Not everything that the law allows is honorable. 
—Legal maxim 


THE COPS ARE BUSY 


Collecting money is anything but a 
black-and-white issue. It’s all about dif- 
ferent shades of gray: what’s legal and 
what's not isn’t always the issue. It’s 
more about the collector's wants and 
needs balanced against the possibility 
of being caught and the punishment 
faced that determines most actions. By 
not showing up on the justice system’s 
radar you will avoid having legal shots 
fired at you. This is accomplished by 
flying below the radar, meaning that 
you avoid cops and the courts whenev- 
er possible. Serious contact with the 
justice system usually results from 
some relatively notable criminal or civil 
incident, so the debt collector needs to 
be cautious as well as cunning. 

Today’s street reality takes into 
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account that you can still be arrested if you jaywalk in front 
of a cop, but that you can get away with murder if you plan 
well and pick the right place and time to do the crime. My phi- 
losophy about collections, the cops, and the courts is that 
wino pee (and other similarly nasty weapons) doesn’t consti- 
tute a felony, and when used wisely, it can get you the money. 
To be blunt, your goal is to make someone’s life a living hell, 
to the point where the pursued mark will pay you just to go 
away, without the possibility of serious intervention by the 
authorities. So remember, always plan your schemes thor- 
oughly, fly below the legal system’s radar level, and never, 
ever jaywalk. 

The local constabulary is overburdened in even the small- 
est towns. Shrinking police budgets and increased levels of 
crime have left most police and sheriff’s departments with lit- 
tle time for lower level “nuisance” crimes. The feds are in the 
same boat: FTC section five may outlaw and threaten to 
investigate unfair or deceptive trade practices, but small 
enforcement budgets equal limited enforcement capabilities. 
Usually, only larger and nationwide businesses are targeted 
for this type of investigation. 

To private debt collectors, the relevance of too many reg- 
ulations and not enough regulators to enforce them is that it 
widens the envelope of opportunity for those bold enough to 
skirt the laws. It’s as my pal Junkie Mike used to say, “When 
you get ripped off in Rat City, you just gotta go and steal your 
shit back, ASAP, otherwise it’s gone, up some other junkie’s 
arm.” The moral of that little piece of wisdom is that you have 
to act on your own sometimes, in spite of the law, if you are 
going to maintain any hope at all of getting what's yours. 
Unless you get in some rookie cop’s face or make it personal 
for a member of the local donut posse, no serious cop is 
gonna care much about you and your game as long as you 
don’t get too crazy while in the pursuit of the loot. So take 
advantage of the opportunity offered, but remember not to 
exceed acceptable parameters of police and court sensibili- 
ties. 
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To illustrate just how gray the world of collections can be 
with regard to the law, the cops, and reality, I’ll tell you a little 
story. A few years back, I was getting paid to evict a houseful 
of street-level dope peddlers and thieves: if I could collect on 
four months’ worth of back rent, I was to get half of it. 1 was 
pretty sure that the police were on to these scumbags and that 
I was fairly free to do as I pleased with them. Besides, dope 
dealers and ripoff artists rarely call the cops for help. I also had 
the neighbors, who hated this houseful of creeps, to help me 
by keeping track of the evil tenants’ comings and goings, jot- 
ting down customers’ license plates, and making phone calls 
to the police to report every suspicious activity witnessed. 

To make a long story kind of short, let me first say that, 
yes, the bad tenants did evacuate the property and eventual- 
ly, over time, did pay the back rent. The point of this epic, 
however, is that one night around 2 a.m., while I was parked 
near the rent rats’ digs to observe the fruits of my earlier 
labors, a cop pulled up across the street from me, and in a 
driving rainstorm he came over and tapped on my window. I 
really wasn’t prepared for this confrontation. When the officer 
remarked that the house’s occupants, who were being visited 
by a squad of cops (following an anonymous call to report 
domestic violence), had fingered me as a source of their woes, 
I didn’t know what to say. As my mind struggled to come up 
with an explanation, the cop said that he actually was inter- 
ested in information on the property itself; specifically, he 
wanted to know how many dogs were on the property and 
whether the cops could access the residence from the rear. I 
had all the answers he needed. He thanked me for the info 
and went back to hassling the rent rats without my having 
offered so much as a sorry explanation for the havoc I’d 
caused. The reason for the cop’s indifference to the plight of 
the marks is the fact that cops know that their enemy’s enemy 
can be their friend. And the lesson here is that even the cops 
can be sympathetic to the collector’s efforts if the bum in 
question is a big enough scumbag. 

Remember, violent or extreme crimes are always priorities 
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for the police, and, as such, these acts are strictly forbidden 
in attempting to collect money. These include all direct 
threats that involve gun waving, kidnapping, ass whippings, 
arson, and otherwise. They’re just not worth it. Besides, expe- 
rience has taught me that heavy-handed tactics are far less 
likely to yield the pursued dollars anyway. Verbal violence, 
leg breaking, and other vicious acts can result in physical or 
legal counterattacks and other problems for the would-be col- 
lector. One of the most important things I’ve learned is that if 
you make collections too personal for the mark it makes for a 
much harder fight. Always be businesslike and never make it 
personal—not for you or the mark. If you mangle the mark 
too much and too early in the game, while spitting in his face 
at the same time, don’t expect to get paid—shot maybe, but 
probably not paid. 

Any moron can kick down a door and demand money. 
You don’t need a book to figure out how it’s done, nor will you 
get away with it for long. The key to success in the collections 
game, as | define it, is brains over belligerence and finesse 
over fisticuffs. This is the basis for the methodology of my 
work and the lessons contained in this book. 

Being low-key and restrained generally describes the 
appropriate tack to take when engaging in personal contacts 
with pursued marks. In case there is any doubt, here is a 
prime example of how not to do a collection and expect to get 
away with it. 

Many years ago, an associate of mine informed me about 
a financial indignity suffered by the father of a mutual friend 
of ours. It seems the gentleman had been stiffed by some 
Hollywood has-been over some expensive statuary our pal’s 
dad had sold to the little weasel. We got word to collect what 
was owed or break the statue over the jerk’s head and get a 
nice Polaroid of it as proof. Either way, we were to get half of 
the outstanding $9,000 owed. 

My co-conspirator and I headed for Hollywood to deliver 
a little reality to this knucklehead. We found him home at his 
palace, obviously dopey and undoubtedly behind on his bill 
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to the cokeman, too. We ran down the details of what we 
wanted and the consequences he would suffer should he fail 
to satisfy our requests. The miserable little clown gave us the 
old “ya, sure, you betcha,” and excused us from his porch 
with all of the grace one reserves for a door-to-door kiddie 
porn salesman. He shouldn’t have done that. 

We were young and dumb, and we proceeded to fill up on 
booze, bravado, and numerous other potions throughout the 
afternoon before revisiting this character. Blind runnin’ and 
beyond convinced of the righteousness of our mission, we 
headed back to the soon-to-be scene of the crime. We were 
sure that the cokehead wouldn’t have any money for us, that 
he’d be talking trash or, more likely, that his ass was cooling 
out on the highway somewhere for awhile, hoping that we 
would tire of looking for him. High on life and low on brains, 
we pounded on our boy’s front door and prepared to hammer 
him at the slightest sign of resistance or discourtesy. 

A smiling and friendly face opened the door and started 
the conversation with what normally would have been a real 
winner for everybody concerned: “Look, I’ve got it! I’ve got all 
of it!” I saw the fan of money he was waving in the air, and 
my partner admitted to me later, “Ya, I saw it too, but you 
know how it was. We were just so stoked that, like, I saw you 
lunging at him, and I guess I went too.” In my version he 
jumped first. Whatever. The point is that we got the cash, but 
in our zeal to pay the little creep back for his initial rudeness, 
and in an effort to satisfy our friend’s father’s requests, we got 
a smidge bit excessive. The money flew, and so did the mark. 
We trashed the place, him, his ancestors’ pedigree, and, of 
course, the statue. A Kodak moment or two later and we were 
out of there. We were very lucky. Los Angeles is a crazy place 
full of busy cops, and Hollyweird wasn’t looking for a new 
friendship with any gendarmes either. 

After this incident, I dialed in the fact that you gotta stay 
sober, act in moderation, and don’t push it too far if you want 
to be a long-term winner in the collections game. 
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NO EVIDENCE 


It’s nearly impossible to get a murder conviction without a 
body, a witness to the crime, or the strongest of circumstantial 
evidence. Leave no evidence of any value and it’s a safe bet 
that your problems with the legal system will be minimal. Most 
cops won't even investigate beyond a cursory look-see unless 
a serious situation exists. Without corroborating evidence, 
low-priority complaints to the police pretty much go nowhere. 

I once stood outside a hotly hunted debt rat’s abode while 
he quite audibly howled to the sheriff's department that a 
maniac was outside, intent on doing him harm. Since I was 
unarmed and had done nothing illegal, I also waited for the 
responding deputies to arrive. Imagine the increased leverage I 
had gotten on the mark when I left an hour later with no cops’ 
having ever showed up in response to his mournful pleas. 

If you don’t provide enough evidence to the police or 
courts, it’s unlikely that you’ll suffer much in the way of judi- 
cial punishment. This begins and ends with your clients. 
Never put anything in writing, including any agreement 
between you and your client: it could be used as evidence and 
might keep you from getting paid. Other obvious evidence is to 
be avoided, as well. This means, for example, fingerprints, 
license plate numbers, and anything else that can be tied to 
you and your activity. These need to be kept from your clients, 
too, as best possible. (Throughout this book, constant 
reminders on operational security will be offered; you can’t cut 
corners here if you want to be a success at this game.) 

Don’t forget that well-evidenced conveyance of threats 
and direct threats are highly prosecutable offenses. Therefore, 
the reality is that, if there’s no strong proof of a threat being 
made, nothing can be done about the threat. Basically, this 
means that all types of direct phone threats, letters, or 
demands made in front of witnesses are out. This is important 
to know because this business requires that you clearly con- 
vey what circumstances the debt dodger faces should he not 
comply with your requests. 
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It’s not too difficult to get some private time alone with 
debt weasels, and on your first face-to-face encounter with 
any subject you indeed are pretty much free to say anything 
you care to. There won’t be a lurking cop with tape recorders 
at the ready in anticipation of your arrival who's trying to 
overhear your words. However, all subsequent visits will lack 
this distinct advantage, so make the most of the first visit. 

Implied threats are not direct threats if made properly, but 
are just as effective in terms of communications and invite 
less exposure to legal retaliation. (Later I’ll explain when and 
how to use implied threats effectively in making your 
demands clear to marks, and I will offer guidance on 
approaches to safely conveying your demands.) 


Examples 

You can avoid extra sets of ears’ overhearing your initial 
demands and all subsequent requests by intercepting the 
subject when he’s alone and away from home. Intercepting 
him on his way to or from work or in a grocery store parking 
lot is a favorite ploy of mine. 

You have total control over your own possible entrapment 
by the mark or the law. You don’t give anyone an opportuni- 
ty to bust you crossing the line. Here, I'll briefly mention 
some methods to convey demands and other necessary infor- 
mation to a mark without your having to worry about being 
charged for making threats. First and foremost, don’t let the 
mark know that you are coming; there won’t be a cop listen- 
ing behind a door or wall if your visit is unexpected. If you 
care to deliver your demands personally, and verbally, then 
be sure to imply and not threaten directly, just to be safe. 

A better move yet is to take a stack of blank 3x5-inch 
index cards and write your message on them, without any one 
card containing a complete phrase (I’ll explain this method in 
more detail later), especially in connection to actions and 
subjects. Even if your mark snatches a single card, it alone 
won't be enough to convict you if this method is conducted 
properly. And should the debtor be successful in wrestling the 
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entire deck away from you, any competent attorney should be 
able to shuffle it in several different ways to show reasonable 
doubt about your intent. These little cards also effectively 
counter any threat of your being taped or overheard. 

Another great way to get your message across without 
leaving incriminating evidence is to have messages delivered 
by strangers out of the blue who walk up to the mark, in a safe 
place, with no one within earshot. Besides the security bene- 
fit that it offers over repeated visits by you, using a messenger 
has a chilling effect on the mark as he realizes the scope of 
the efforts being directed against him. An unknown face and 
voice uttering a brief message that vaguely implies dissatis- 
faction with the mark’s actions doesn’t offer up much in the 
way of useful evidence, either. 

My final piece of guidance on evidence avoidance con- 
cerns not operating under regulated titles and professions. I 
chose the title of collection arbitrator because it isn’t covered 
specifically by any additional laws or regulations as are col- 
lection agencies and private investigators. Don’t use these 
titles: operating as an unlicensed private eye is against the law 
in some states, and debt collection agencies are so heavily reg- 
ulated that they can’t use any tactics except whining, begging, 
and hot-air blowing. Stay as invisible as possible to maintain 
your ability to do through stealth, creativity, planning, and 
proper execution what regulated bill collectors can’t do. 


IF YOU BLOW IT AND GET CAUGHT 


If you blow it and get caught while pulling some minor 
shenanigans, but have strictly adhered to the no-violence and 
no-evidence rules, then you are not going to be in much legal 
jeopardy. Before things even get to this point, however, it’s 
important to point out that if you can avoid contact with the 
justice system by dealing with any potential problems before 
they occur, then do so. Bribe, lie, or cajole—try to avoid fur- 
ther hassles by immediately nipping all potential repercus- 
sions in the bud. While I can’t say that I’ve always gotten the 
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money, I can boast that in 20 years of doing collections work 
I’ve yet to get shot at or arrested for my efforts to extract 
money from deadbeats. 

Always carry a copy of any liens, judgments, or related 
paperwork. I’ve carried copies of judgments with me on many 
a mission just in case I was confronted by a cop, a neighbor, 
or whoever. Having those copies in your back pocket may not 
make trespassing or anything else you are doing legal, but 
does help to explain your presence, and it may keep you from 
charges of burglary, stalking, or being a peeping Tom. 

One of the best ways to avoid trouble is to have an expla- 
nation ready for everything you do that might be considered 
suspicious. A normally unobservant witness might remember 
a stranger who was unprepared with an adequate answer to a 
very simple question. However, the witness may not remem- 
ber someone who fits in with the surroundings and normal 
activity. If your explanations are shaky and your methods 
shoddy, you might wind up spending time in the hoosegow or 
defending yourself against a lawsuit. Regardless of the charge, 
deny it, deny it, deny it. Witnesses tire of the hassle that tes- 
tifying can be, and juries are fickle. Time changes everything. 
Let time work to your advantage by never cooperating in your 
own conviction, and your likelihood of being convicted will 
be significantly reduced. 

If you’ve done most of your job right, you can always 
plead down to a lesser charge as long as you’ve sat on your 
hands and admitted to nothing. Explanations to a judge or 
jury that the infraction in question was over a long-festering 
debt that you intended to collect on is a lot better than hav- 
ing to explain away violence, theft, and other aggravated 
crimes. Better yet, pay attention to the advice offered in this 
book and stay within the parameters outlined; you’ll avoid 
the courts and jail time, and be free to get the money. 
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Doe 


How to Get Business 


Eye for eye, tooth for tooth, hand for hand, foot for foot. 
—Exodus 21:24 


HOW TO ENGAGE CLIENTS 


This business is like most others, it 
survives and thrives through successful 
marketing and the maintenance of a 
positive reputation. A successful repu- 
tation leads to repeat business, refer- 
rals, and more collection work. Even 
full-time collectors have to hustle new 
jobs because success in making collec- 
tions tends to dry up your client pool, 
at least until] someone else burns them. 
Rookies and pros alike have to pump 
up fresh clients if they intend to make a 
full-time living out of doing collections. 
In general, there are half a dozen ways 
to acquire new collections to pursue. 


Repeat Business 
The first way is repeat business from 
former clients. They know you and your 
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work. You know them to be compliant with your requirements. 
They should know to go to you if they have any additional 
problems that need resolving, but it doesn’t hurt to stay in con- 
tact and chum them for work when a slowdown occurs. 


Referrals 
Asking former clients for referrals is another excellent way 
to locate fresh business. You will be surprised how often they 
come up with good leads when they put their minds to it. An 
added advantage to this method is that the former client offer- 
ing the referral can usually vouch for the new client's reliabil- 
ity on matters vital to the collector. 


Classified Advertising 

The next approach involves classified advertising. You 
always hear that it pays to advertise, and it’s the truth. You 
know that the demand for your services is high, but how do 
you connect with strangers who need them? You don’t dare 
advertise in the yellow pages because eventually some law 
enforcement types might zero in on your activities, and you 
could be under their scrutiny after that. Not cool, so don’t do 
it. What you can do, though, is run ads sporadically in the 
classified sections of local newspapers. I’ve used word and 
display ads, and both are relatively inexpensive and anony- 
mous. Of course, you should only give out a post office box 
number or the telephone number of an answering service, not 
your own address or number. 

Both display and classified ads work well at attracting 
potential clients not accessible through other means. 
Frequently, when I run dry on collections to pursue, I place 
classified ads to pump up new business. These ads get 
results, but the downside is that you have to spend quite a bit 
of unproductive time on the phone checking out potential 
clients and their claims. You must be on the lookout for police 
curiosity, although I’ve yet to suspect anyone seeking my ser- 
vices of being the law. It’s unlikely they would care much even 
if they did know what you were up to, and without proof of a 
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crime, who cares whether they are curious? To be safe, how- 
ever, don’t do business with anyone you suspect of being 
associated with the justice system. Remember, too, that the 
classified ad can yield a lot of unworthy contacts with its shot- 
gun approach. Often the debt is so small or the pursued bum 
is so far away or broke that it’s not worth the collector’s effort. 
Sometimes the potential client is embroiled in a tangle of dif- 
ferent hassles with the subject debtor, as in child custody bat- 
tles. Avoid any collection that has a serious possibility of 
going bad. It might be hard for you to take if the combination 
of your leaning on a mark and the ugly fight over his kids 
leads him to off himself. Worse, he might croak you out of 
frustration over all the grief that the ex-ol’ lady has wrought 
upon him. Don’t go there, know what I mean? 

But classifieds have also resulted in some really great 
clients and collections. When I began to run classified ads, 
my presumption was that I’d be offered a lot of jobs based on 
bogus or unprovable claims. It turned out that my presump- 
tion was way off. Most folks who answer my classified ads 
have plenty of clear and legally binding paperwork to back up 
their claims. 

As it turns out, there are a hell of a lot of individuals and 
businesses out there who are stymied in their attempts to col- 
lect on judgments and unpaid obligations and who will glad- 
ly respond to your classified ad to give you a worthy collec- 
tion to pursue. They have turned everywhere else for relief 
and gotten none. It’s odd but some of the collections initiated 
from classified ads are extremely easy because the debt 
dodger isn’t able to say no to anyone except the client. Never 
feel guilty if you get exceptionally easy collections. They 
rarely happen, but they make up for some of the less lucrative 
crusades you’ll undoubtedly have to engage in. 


Cold Calling 
Cold calling is another great way to obtain new business, 
and it offers little downside if you approach it right. Cold call- 
ing is a time-honored tradition in sales whenever a business 
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or a salesperson incurs a slowdown in orders for goods or ser- 
vices. After choosing a business that is likely to have old 
uncollected receivables, you make contact with the collec- 
tions manager or the bookkeeper. Then you sell yourself and 
your services. 

You can go about it in two different ways and still preserve 
your anonymity. You can call from an untraceable phone or, 
as I prefer to do, walk in and ask to speak directly to the per- 
son responsible for overdue accounts. Ask for a few minutes 
of his or her time to discuss the clearing up of some old 
accounts that are seriously in arrears. Most businesses of rea- 
sonable size will have outstanding receivables, and the per- 
son responsible for trying to collect on them will probably be 
interested in giving you a few minutes of time. Where this 
meeting goes depends upon your presentation of yourself and 
your services, and upon what kind of person it is who has the 
power to give you a collection to pursue. 

Collection managers and bookkeepers fall into two basic 
groups. Those in the first are unable or unwilling to consider 
having an outsider go after money owed to the business they 
work for. These types are usually constrained by company 
policy or are appalled at the thought of someone physically 
hunting down deadbeats and pressuring them to pay up. 
Whether it’s the fear of lawsuits or just a small mind that 
holds them back, I usually thank these people for their time 
and leave without a reminder to keep me in mind. 

The other kind of collection manager is my type of guy or 
gal. These are the bookkeepers with incentive to collect on 
deadbeat accounts or the collection managers with more lati- 
tude than others, and often it’s the business owners them- 
selves who'll authorize you to hunt down debtors for them. If 
these folks show an interest in my services, the serious 
schmoozing commences. 

I explain our mutual interest in keeping quiet about our 
arrangement and my fee of 50 percent on everything I collect. 
If I sense a fence sitter, I'll frequently offer 10 percent of my 
50 percent fee as an incentive to the person who gets me the 
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collection to pursue. Even at 50 percent, the company still 
gets something out of a debt that had been considered “uncol- 
lectable,” and if the outstanding amount pursued was, say, 
$5,000, then the bookkeeper has a $250 cash-in-pocket 
incentive to give me the collection. Believe me, this offer will 
generate some interest. Establish a successful reputation with 
these businesses, and you may get work from them for years 
to come. 

The following are some final considerations about cold 
calling. Large outfits like Microsoft and General Motors are 
out as potential clients because they won’t risk the lawsuits. 
Small outfits, such as lemonade stands and bars with tabs to 
collect on, should also be avoided because there just isn’t 
enough money involved to make it worth your while. As will 
be explained later in this chapter, the perfect business to tar- 
get for cold calling will have outstanding client bills of 
between $2,000 and $15,000. Obvious businesses in this cat- 
egory include independent jewelers, auto body shops, attor- 
neys, contractors, and construction companies, all of which 
I’ve successfully connected with through cold calling. A quick 
flip through the phone book will yield countless other enter- 
prises that qualify—and be sure to ask friends and associates 
for references of potentially friendly collection department 
heads and bookkeepers. 

Bankruptcy can leave behind large unpaid bills, with cred- 
itors unsatisfied after the proceedings have been concluded. 
Well-informed collection managers are often aware of assets 
the supposedly bankrupt debtor has access to, giving the col- 
lector something to set his sights on. The courts may say that 
you are bankrupt, but if your pockets are full of dough a real 
collector is going to seek satisfaction and not allow you to hide 
behind legal skirts. I don’t care whether you went banko or 
not—if you owe me or my client, you’re gonna pay me. 


Social Networking 
Another great source for acquiring new clients is to lobby 
friends, relatives, and others in your social circle. They all 
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know someone with collection problems, trust me. Chance 
encounters with strangers on airplanes and at parties or other 
social gatherings have yielded many good collections, and it’s 
a great opportunity to size up a potential client face to face. 
The mere mention of what you do for a living, along with an 
entertaining story illustrating how you do it, is usually enough 
incentive for potential clients to discuss the possibility of your 
attempting a collection for them. 


“I Heard It through the Grapevine” 

A final approach in acquiring new collections is the pursuit 
of collections heard about through the grapevine. I can’t begin 
to tell you how many times I’ve heard about a grievous injus- 
tice secondhand, only to go and seek out the offended party 
and secure a deal to right the wrong—at a profit of course. 
Investigate all good leads and do it while the lead is still fresh. 
If the lead has possibilities, dig deeper and determine whether 
it’s profitable and safe enough for you to pursue. 


ASSESSMENT OF CLIENT, VALIDITY OF DEBT, 
AND OTHER RELEVANT DETAILS 


A favorable assessment of all potential clients and their 
claims is essential before agreeing to take on any collection. 
This includes the client’s reliability in complying with all of 
your requests. Important issues include the client's ability to 
keep his mouth shut, the agreement that no separate deals be 
cut with the debtor once a collection has been initiated, and 
an assurance that there be no quibbling come payment time. 
If these opening assessments are satisfactory, you can negoti- 
ate an agreement to seek a collection. 

With few exceptions, my basic position is this: I charge 
nothing for my services except that I get half of everything I 
collect, at the time of the collection. Unless the client is a 
friend, or very good money is offered for an extremely easy 
collection, no negotiations on this point are acceptable. If a 
potential client balks at the 50 percent collection fee, I tell 
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him to go somewhere else if he thinks he can have it done for 
less. I won’t consider a collection of less than $2,000 ($1,000 
to me). Anything less and I risk getting paid only for my time 
and not my skills and risks, which is the point of this profes- 
sion. After all, $200-per-hour lawyers won’t take $75, and I 
feel that the collector's skills rate similar respect and remu- 
neration. Besides, why settle for peanuts when you can have 
half of the whole elephant? 

Rarely do I go after anything more than $15,000, either. 
This is because I’ve found that with debts beyond this, the 
debtor has much more incentive to try and weather whatever 
storms a collector might unleash upon him. Difficulty in 
acquiring the funds necessary to pay off the debt, sheer deter- 
mination, and clever maneuvering by the mark might limit 
your ability to collect. Another reality about large sums of 
money is that people will go to extreme measures to get or 
keep them. As such, the mark might have you whacked since 
it could prove to be the most cost-effective way of making a 
pushy debt collector go away. Take my advice and focus your 
efforts on the $2,000-to-$15,000 range. That’s where the col- 
lectable money and the profit zone are. 

After the deal has been negotiated successfully, no con- 
tracts are signed. It’s all done on a word and a handshake. If 
I can avoid giving a client my real name, so much the better. 
It’s all evidence, so you should avoid it. Another thing to 
avoid is extortion. Clear and official documents stating the 
exact amount owed are the best proof of a legitimate debt 
that’s ripe for collection. Less official confirmation is accept- 
able, but it’s absolutely necessary that you avoid all involve- 
ment with totally unsubstantiated debts and any possible 
extortion or enforcement attempts. You should avoid situa- 
tions that boi] down to one person’s word against another's 
unless you know the client to be reliable and that the story 
has been at least partially substantiated by other means. 

Another thing you want to avoid is a situation that has 
you going back and forth between the client and the debtor in 
an effort to agree on exactly how much is owed and what the 
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discrepancy is. When a collection is offered to you and it 
smells fishy, pass on it. If there is a question about the valid- 
ity of the debt, arrange for the client and debtor to meet face 
to face, but you stay pretty much out of the picture. Watch the 
ensuing argument, and if you are any judge of character it 
won't take long to figure out who owes whom what. Proceed 
accordingly from there. Only go after verifiable legitimate 
debts of a reasonable size and nature to maximize your suc- 
cess rate and minimize your legal hassles. 


ASSESSMENT OF SUBJECT FOR YOUR 
ABILITY TO COLLECT THE DEBT 


Even if the client is legit and the commission worthy of the 
hunt, you still need to establish some basic facts about the 
debtor before exerting any serious energy on the weasel. 
There are three key elements to consider: the debtor's ability 
to raise money, his proximity and the relative cost-effective- 
ness of an attempted collection, and whom you should and 
shouldn’t go after. The beauty of staying in the $2,000-to- 
$15,000 range is that, given enough time, most people can 
raise enough to pay off the debt they owe. Unless the mark is 
on public assistance or sleeping on park benches, he will 
probably be able to find a few grand, given time. 

Some clowns will tell you that they can’t pay what’s owed, 
but in fact it’s actually a symptom of insufficient motivation. 
Applying proper motivation to a debt dodger through the use 
of unrelenting and costly attacks will frequently prompt the 
bum into finding the strength he’s lacked in the past to make 
the sacrifices necessary to satisfy his debt. If the mark is flush 
with material goods or liquid assets, or has access to money— 
whether it’s his friend’s, lover’s, family’s, or his own—you 
stand a decent chance of collecting. It’s up to you (after ascer- 
taining that the subject can pay) to apply the right amount of 
heat and pressure to motivate the scoundrel into going out 
and getting the dough. Bottom line: spur the joker into selling 
that Rolex, because “I ain’t got it” doesn’t get it, got it? 
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The next consideration before jumping on any potential 
payment pony and trying to ride it concerns the proximity of 
the debtor to the collector. The average collection usually 
requires half a dozen or more visits to find information and 
observe the mark’s residence, place of work, habits, and 
hangouts before you even confront him. After that, follow-up 
visits are required either to collect money or reinforce your 
demands and apply appropriate motivation. All of this 
requires that you invest time, gasoline, and effort while doing 
your job. So cost-effectiveness is a serious consideration, 
especially since you don’t get paid if you don’t collect. Cost- 
effectiveness relates most directly to the subject’s proximity, 
because the cost of the hunt is more and the profitability less 
as the distance you must travel to “consult” with the subject 
increases. For this reason, you probably should concentrate 
on prospective collections that are relatively close by or near 
a location you already travel to with regularity. 

Of course, you can tie in numerous collection chores on 
one big pass through an area to keep costs down. In general, 
a 50-mile radius should be plenty to work with unless you live 
in the middle of nowhere. I live 125 miles away from a really 
large city, but I have never had to go anywhere near that far 
to get all of the work I want. What I’m trying to say is, con- 
fine your efforts to a relatively small and manageable area 
where you have all the access you need to the debtor and his 
activities. This will enhance your success and reduce your 
hassles and costs. 

A final consideration before going into action against a 
debtor is whom you can go after and whom you shouldn’t 
mess with. Basically, you can collect from almost anybody. 
Average people, business types, creeps, and common crimi- 
nals aren’t generally a problem because they usually have a 
lot of exploitable weaknesses. 

Obvious no’s include cops, judges, lawyers, major crime 
figures, and a few other exceptionally hard cases, such as 
those prone to extreme violence at the drop of a hat. You can 
collect from all of those individuals, but you will vastly 
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increase your chances of hospital visits, bail hearings, and 
hefty lawyer bills if you make a habit of it. Even your liveli- 
hood could be jeopardized as a result of your activities being 
exposed. Sometimes you just gotta say no to a case, even if 
it’s easy to see how to get the money. 

I once got wind of a potential collection. An initial investi- 
gation unearthed the fact that the owner of three local karate 
schools, who had a monthly cash income of more than $4,500, 
was behind on his child support to the tune of almost $7,000. 
At first glance, this situation appeared to be a cash cow moo- 
ing to be milked. I had no fear of karate man or any threats of 
violence he might offer; I knew that he wouldn't risk his busi- 
ness and his freedom by getting physical with me over a few 
grand. My optimism faded, however, when I found out that 
this guy was driving a beater and living in a rat hole. Upon fur- 
ther investigation I found out that he was voluntarily giving 
$100 a month to the woman I would have been doing the col- 
lection for. Additionally, he was providing more than $1,000 a 
month in child support to two other women for an undeter- 
mined number of his offspring. After covering the overhead of 
his staff and three schools, the man was netting zipola. 

To seal the deal on the no vote, everyone associated with 
the guy told me that he was a top-notch hombre trying to 
make good on his obligations to the best of his ability. I fig- 
ured that with one more hard push this guy might be jolted to 
his senses and head for fairer lands, leaving behind a swarm 
of kids without any of Daddy’s dollars to help support them. 
I had to pass. Bummer. I can still taste that one. The point is, 
avoid collections that might bite back or generate more grief 
than they are worth. 
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Research and Development— 
“Know Your Enemy” | 


For whatsoever a man soweth, that shall he also reap. 
—Galatians 6:7 


BUILDING A USEFUL 
AND PRODUCTIVE 
INFORMATION BASE 


OK, you have done the math, feel 
right about the client and the subject’s 
potential to pay, and have decided to 
take on the collection. Your next step is 
to build upon the initial information 
offered by the client about the subject. 
Find out everything you can about the 
mark: you know, whether he thinks he’s 
the baddest thing strolling on the sur- 
face of the planet or is a known cream 
puff who simply can’t be collected on 
because he calls the cops every time 
he’s confronted by the client. The ulti- 
mate goal of assembling this informa- 
tion is to identify the subject’s weak- 
nesses so that you can exploit them to 
your advantage. 
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To ensure that I squeeze as much possible useful informa- 


tion on the subject debtor from a new client, I fill out a preprint- 
ed “Initial Case Evaluation and Subject Profile” on each col- 
lection I pursue (see form below). The information asked for in 
the profile is pretty much run-of-the-mill stuff, with the excep- 
tion of the info sought on the subject's weaknesses. 


INITIAL CASE EVALUATION AND SUBJECT PROFILE 


1. 


How was the debt incurred, and what is the amount owed? 


Do you know where the person is, and what have you done so far to 
collect this debt? 


Does the subject have the funds or assets to go after? If so, what are 
these? 


We charge absolutely nothing for our services unless we actually col- 
lect something for you, in which case we charge you 50 percent of any 
and all monies collected—AT THE TIME OF COLLECTION. Is this 
clear to you? 


Are you interested in utilizing our services? If yes, please provide the 
following information: 


Client's Name: 


Phone Number: 
Other Contact Information: 
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11. 


Subjects full name, home address and phone number, Social Security 
number, and the names of others who live at that address, employ- 
ment and location, and the hours and shifts they work? 


Subject’s personal vehicles: license plate numbers, makes, models, 
years of manufacture, and descriptions? 


What incentive (discount) might we be authorized to offer to hasten 
the collection of this debt? 


Can you provide a photograph of the subject, as well as copies of any 
judgments or other pertinent documents and information? 


What other useful information can you offer that would help us in col- 
lecting this debt for you? What are the subject's weaknesses, secrets, 
vices, hobbies, habits, hangouts, and routines? Any past or current 
criminal activities or felony convictions? Please contact us should you 
remember something useful to our efforts or if you can add to any 
information that we uncover on any follow-up or update callbacks. 


Have all sections of the profile been completely filled out? 
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Hitting the streets and the phones is the next step for the 
collector, filling in the holes and building upon and connecting 
all the pieces until the puzzle is no longer a puzzle. Digging 
into the mark’s background will give the collector more leads 
to chase down in the hunt for useful knowledge on the subject. 
If details on the bum’s finances remain cloudy, consider 
spending some time and a few dollars on credit checks, driver 
and vehicular information, and county courthouses for prop- 
erty ownership information. This will aid in your efforts at 
identifying vulnerable weaknesses to attack later. 

If you find that the debt skipper has an otherwise good 
credit report, then the mere threat of informing the credit 
bureaus or his neighbors about his nonpayment may be 
enough to get him to give up the money. This generally won’t 
happen, though, because you are chasing professional bums. 
A bad credit report will tell you that the debt skipper has some 
experience at avoiding payment and will likely need more than 
just a little motivation in prompting a successful collection. 

Credit reports may also yield a list of potential allies— 
other folks holding worthless paper instead of cash—who 
would enjoy helping to get the debt avoider to pay up. A final 
thought concerning bad credit reports is the fact that from 
such reports I have hit the bonus round on more than one 
occasion and gotten a second client to hire me to collect a 
debt. Essentially, I’ve gotten paid twice for doing the same 
job. Even if you don’t get another collection out of a credit 
check, you will frequently find one or more persons who will 
be happy to offer useful information and angles on the guy 
who cheated them too. 

Without expending much more than a few dollars and a 
little shoe leather, you may collect the essential information to 
plot how to extract payment from the mark. More than likely, 
though, you still won’t have enough of the right material to 
see your way through to how the money can be forced out of 
the target. Even if you know such things as where the mark 
works, you still need to physically go to that location and 
decide how you can use it to your advantage. 
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Does the job site offer easy viewing with adequate cover 
for you, the observer? If it does, you can position yourself and 
follow the subject when he gets off work, noting his stops, 
routines, and final destination. Do this a few times and you'll 
really get to know the mark and his habits. The subject may 
have to park his vehicle a short walk away from where he 
works, which gives you a brief opportunity to be alone with 
him. You can convey a quick message in relative privacy, 
catching the guy off balance and contributing to his belief in 
your determination to stay on him anywhere and at any time. 

Your ultimate goal in piecing together a clear picture of the 
mark’s life is to find exploitable weaknesses, the chinks in his 
armor. These are not obvious things, such as his love for his 
children: you can bet any threat against them will yield you 
exactly what you deserve. No, laddie, you have the slightly 
more difficult task of finding a subtle approach to get the 
money. Usual candidates for intense investigation include the 
subject’s residence, vehicles, business or place of employ- 
ment, love life, assets, material possessions, routines, pecu- 
liarities, and, most important, weaknesses. 

The subject of surveillance is well covered in numerous 
other works, as are skip tracing and people finding. If you get 
in the position where you need details on these skills, I sug- 
gest that you purchase a couple of books from Paladin and 
read them carefully. You may scoff at or ignore something that 
may seem unimportant, but once you are confronted with a 
real situation, you will recognize the value of the advice these 
books offer. 

I became a real believer in heeding the details after find- 
ing myself without an adequate container to relieve myself in, 
just when I couldn’t move from my observer's position. The 
mark was in much less of a hurry to leave than I’d expected. 
Boy, did I wish that I’d paid more attention to the details in 
the books on surveillance. This sort of thing isn’t as big a con- 
cern for debt collectors as it is for bounty hunters, but just as 
with the Boy Scouts, it pays to be prepared. If you don’t want 
to have to break off your observations prematurely, don’t base 
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your tactics on television cop show stakeouts. Instead, invest 
a few dollars and a little of your time on a couple of good 
how-to books on surveillance. 

Don’t assume too much about the debtor. Case him rigor- 
ously right up to the time you strike. Routines change, as do 
other factors, such as how many people are living with the 
subject. I once caught a burglar red-handed because he had 
inadequately cased my friend’s house and, in doing so, failed 
to account for my presence. The thief paid for his incomplete 
and inaccurate estimate with a serious ass whuppin’ followed 
by a ride to the cop shop. The point is to succeed and get 
away with whatever it is you’re engaged in. Get the lay of the 
land and focus on finding exploitable weaknesses. Infor- 
mation is your most valuable weapon. 

Do your homework thoroughly or you may flunk the test. 
I once got off with a simple round of egg on my face, but could 
have easily gotten arrested or shot for going off half-cocked 
because of erroneous information I’d received. A much 
sought-after former colleague was reported to be living in a 
remote coastal town that was close to a route I was taking to 
another engagement. Early on a Sunday morning, I pulled 
into a nearby town where I immediately hit the phone book. 
There he was right in the white pages, address and all. I 
dialed the number and got a quavering, early-morning voice 
that heavily croaked out a hello. Now, even though my prey 
was a major-league partyer, and I knew his voice well, I 
should have known better. It sure sounded like his hungover 
butt to me, but I called him by his name to be sure. He replied 
with a raspy affirmation, and that was it: I was off. 

I kept telling myself that everybody was gonna think I was 
a star for tracking down and trashing this ratbag, and it went 
straight to my head. Unfortunately, it didn’t go to my brain. 
I'd already devised various plans for dealing with this guy, his 
woman, his whatever, and I was hot to go. Arriving in the 
bum’s little burg, I did a lot of pushups in preparation for see- 
ing him. When I wheeled my motorcycle into his front yard, I 
killed the motor and glided to a stop, angling the bike for a 
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rapid departure. I locked the ignition and stacked my riding 
gear on his porch in an orderly fashion. I planned on being 
inside for a while, taking my time to terrorize him and tell him 
what I and everyone else in the world thought of him. 

1 knocked on the front door of the little cottage and was 
promptly confronted by an extremely tall, 75-plus-year-old 
man instead of a 5-foot, 10-inch 30-year-old. I asked for my 
prey by name. The old fella replied in an extremely quaky 
voice, “That’s me. What can I do for you?” A second earlier I 
was ready to commit home invasion, conduct illegal imprison- 
ment, and a half-dozen other felonies in pursuit of loot and 
prestige. My response to the nice old guy, who by now was 
noticing my bike and gear, was a real pathetic, “Sorry, the one 
I’m looking for is shorter, younger, and uglier.” A very pregnant 
pause filled with lots of mutual eye blinking was followed by a 
flurry of activities on my part aimed at getting as far away as 
soon as possible before a further explanation of my actions 
was demanded by the highway patrol. The moral of the story, 
of course, is to assume nothing and plan for everything. 

Just confronting the wrong person or showing up in the 
debt dodger’s face at the same moment his weight-lifting bud- 
dies are arriving for their workout can lead to serious conse- 
quences. Avoid foolish mistakes and the costs incurred from 
them. The point to remember is to get the money and get 
away with it. Do this by getting to know your enemy through 
and through. If the client couldn’t give you enough info on the 
bum, and other easy sources such as credit checks, depart- 
ment of motor vehicle records, and property information still 
leave you without a clear picture of how to force the subject 
to pay up, then you have to dig deeper. 

“Prior planning prevents poor performance.” That 
phrase has been pounded into many a soldier and sailor's 
head, along with “keep it simple, stupid,” and the military 
knows what it’s talking about. This business isn’t fancy. It 
uses stealth and cleverness, but mainly it’s about sticking to 
the fundamentals. 
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USEFUL INFORMATION FROM USABLE PEOPLE 


Plenty of people have knowledge about the debtor; some 
are friendly toward him and others aren't. Let’s begin with the 
easiest group of folks to get good info from. The bum that 
burnt your client probably left a few others in his wake who 
would like to see the credit creep burn, too. Competitors and 
rivals of any kind will usually gush anything of value they 
know, especially if they know you’ve got a mutually malicious 
intent toward the mark. 

Inquire about and exploit any and all of the debt skipper’s 
other enemies. Common qualifiers include ex-spouses and 
lovers, former friends, neighbors, co-workers, employees, or 
employers. Current on-the-job rivals can be chummed for 
useful info too, but you risk word of your curiosities getting 
back to the mark, which isn’t good. The element of surprise is 
one of your best cards to play, so don’t give it away. 

Be kind and friendly to those in the know. When you real- 
ize you have a sympathetic listener, who you know possesses 
information of value, remember to offer some type of incentive 
to get him to give it up. Sometimes money is inappropriate as 
a bribe. Often people just want somebody who'll listen to 
them. Let them talk, even if it takes an hour or more, just keep 
steering the conservation back to the mark and what informa- 
tion it is that you are after. Buying folks lunch or a decent bot- 
tle of wine or offering some prized tickets to a hot cultural or 
sporting event can work wonders in enlisting new friends and 
loosening tongues. Trading information is another noncash 
incentive that is pure gold if you come in contact with some- 
one who is just as intent on seeing the mark squirm. 

Many individuals who have knowledge about the subject 
won't offer it willingly. Some of these people are too busy to be 
bothered, some are barred from giving it out by law or compa- 
ny regulations, and others won’t help because they actually 
think they need to protect the mark’s interests instead of yours. 
You might not be able to bribe the mark’s wife for the info you 
desire, but individuals a bit further removed from the mark 
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may be much more susceptible to the sound of rustling cash. 
A few bucks frequently go a long way, whereas no bucks hard- 
ly ever get you anywhere. Don’t be afraid to spread a few dol- 
lars around to get information helpful to your efforts. 

Think about it and be creative. Figure out what the wise- 
ass burger flipper at the cafe across the street from your mark’s 
business is most into. Maybe you should invest a few dollars 
or a six-pack to have the kid monitor all of the mark’s activi- 
ties, license plates, times and dates, and anything else you 
need to know. Learn to use others cost-effectively to spare 
yourself untold hours to get the information you seek. The bot- 
tom line is to give people what they want, so you can get what 
you want. 

The biggest challenge is getting information that isn’t will- 
ingly going to be offered. Typical stonewallers include the 
mark himself, the mark’s family, and his friends and associ- 
ates. You can concoct endless clever subterfuges to bypass 
people’s defenses. Good ruses abound in books on investiga- 
tions, skip tracing, and so forth, so I will confine my discus- 
sion to two brief examples that can be used with a little vari- 
ation in a number of different situations. 

The key to any con job is misdirection. Offer the person 
from whom you need information a (perceived) incentive to 
give up the info you seek. A mark wouldn’t have incentive to 
confirm his home address to a debt collector calling on the 
phone. However, he’ll give it up right away to get a compli- 
mentary half-pound box of a well-known gourmet candy, 
whose delivery has been supposedly held up by a misprinted 
address. Use the lure of sporting equipment or events, flower 
arrangements, or whatever you think will encourage the suck- 
er to get loose-lipped and aid in sinking his own ship. 

Another good trick when seeking out vital information 
about a mark’s business, such as his accounts and client 
base, is to offer his business the potential of a juicy new 
account and insist on references from current accounts. To 
put pressure on a mark I once was pursuing, | chummed him 
for his janitorial service’s accounts. I then caused him to lose 
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an important client that I’d gleaned from the references the 
debt skipper himself had provided me. I followed this up with 
a visit to the mark to present my demands for payment along 
with the suggestion that he might lose most or all of his 
remaining accounts, and hence his livelihood, should he 
decide to defy my requests. He rapidly made arrangements to 
pay what he owed to my client. Now are you starting to get 
the picture of how this job is done? 

A final note on the use of inside information that should 
go without saying: never reveal your sources to the subject 
even if you'd like to. It’s tacky and unprofessional, and it 
could easily come back to haunt you. 


IDENTIFYING EXPLOITABLE WEAKNESSES 


From your observations and investigations of a mark, 
you'll come to know what his most exploitable weaknesses 
are. These weaknesses are what you use as leverage, as 
opposed to threats or physical violence to pry the loot loose. 
Specific weaknesses and their value to the collector vary from 
mark to mark. Known and obvious weaknesses are great, but 
any kind of serious weakness will do, and some can even be 
created from thin air. 

Convicted felons aren’t allowed to own guns; threaten to 
plant one on your mark with a record. Will the police believe 
a known junkie when he claims that the heroin they’ve just 
found in his car was planted by a debt collector? Sellers of 
stolen goods, drug dealers, tax cheats, and other perpetrators 
of criminal activities, none of them want trouble from the law. 
That’s your leverage; just lean on it, and I guarantee that 
something will pop loose. Small-time crooks are easy prey for 
a serious debt collector. 

Family relationships and sex are intertwined. I could write 
ad nauseam about how you can use these avenues of attack 
against a dodging debtor. Basically, though, anything that 
threatens to disrupt a person’s family life or sex life, if he has 
a good one, will have to be dealt with by the mark. Pictures of 
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Daddy romping with some little tramp is a sure bet to disrupt 
even the happiest of homes. In households that are on shaky 
ground, the right 8 x 10s can cause explosions and implosions 
when Momma sees what the ol’ man has been up to while 
“working late at the office.” Many a philanderer will gladly give 
up the dough he’s owed for umpteen years when confronted 
with the possibility of being exposed, as it were. Any stunt that 
threatens family harmony or financial ruin as a result of a fam- 
ily breakup will usually get a mark’s full attention. 

Reputation and ego are weaknesses that often overlap 
other areas that are more commonly exploitable. For many 
people, destruction of their reputation or ego can be their 
greatest fear and is an especially good piece of leverage 
against marks who require the maintenance of these things to 
maintain the lifestyle they so enjoy. Even the hint of a scan- 
dal’s being spread among fellow family, church, or club mem- 
bers, whether real or manufactured in a believable way, is 
often enough to budge some bucks loose. A simple threat to 
place copies of an uncollected judgment or a phony kiddie 
porn conviction at his place of worship, at his workplace, or 
in his neighbor’s mailboxes may be enough to shame the 
mark into seeking prompt payment. 

Everyone requires money and a positive cash flow to live 
on. Usually this is derived from being employed by someone, 
by being self-employed, or from the ownership of a business. 
Disrupting a debtor's livelihood is a serious motivator in get- 
ting him to focus on making good a financial obligation to your 
client: anything that threatens the pocketbook in a serious way 
has to be dealt with. I once drove a guy out of business and 
out of town by successfully encouraging his clients to seek 
another provider of similar services. Without his means of sur- 
vival he was forced to find opportunities elsewhere. On anoth- 
er occasion, I cracked an unrelenting video store owner who 
was a wizard at avoiding payment on anything when he was- 
n't forced to use cash to pay for it initially. His credit was 
blown, but he had plenty of spending money and was living 
like a sultan on his business’ cash flow. Then he started get- 
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ting visited by winos who relieved themselves right in front of 
his store’s customers; his patrons began discovering “dirty” 
syringes left for public viewing in the doorway of his estab- 
lishment; the store’s products and the cars in his parking lot 
were vandalized by a platoon of street kids. He finally caved 
in and paid up. The guy was beyond pissed, but every time he 
got hit it was by a different person. He never knew whom to 
defend against, and it was costing him his business. Payments 
from this mark were on time and hassle free after he capitu- 
lated in the face of unrelenting and unavoidable pressures. 

Such nasty habits as drug use, gambling, or being a porno 
pig are all things that most citizens don’t want advertised to 
people they respect, fear, or are forced to maintain an image 
for. It’s easy to mess with people who dabble heavily in these 
types of vices by cutting them off from their suppliers or by 
threatening to expose their activities to the people in their 
lives who would be most aghast to hear of it. Folks may not 
care much whether hookers are plying their trade nearby, but 
nobody wants to hear about your being seen in the company 
of them ho’s, with plenty of pictures made available to prove 
it. Thanks to modern computer graphics, anybody can whip 
up a photo guaranteed to embarrass—if you can’t get an actu- 
al shot of the targeted bum skipping off with a genuine trick- 
ette. Remember not to go overboard—a photo of the mark 
with three transvestite hookers, stacks of porno, and piles of 
dope next to a roulette wheel might be overdoing it a bit—just 
get the job done. Whether real or manufactured, all threats 
must be believable if they are to have any hope of eliciting a 
positive response from the pursued debtor. 

Sadly, materialism and greed are often bigger panic 
inducers and motivators than are threats to family or reputa- 
tion. Many people value the material side of life so much that 
they are left wide open to the determined collector. These 
types usually roll over quickly once you start damaging or 
depriving them of their prized possessions. Greed also lures 
this bunch into situations and places of your own creation for 
the purposes of having a brief and private meeting with a 
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reluctant mark. Another method uses the mark’s greed to 
entrap him in a particularly ugly scheme that he doesn’t want 
made public. Remember, you can’t cheat an honest man—but 
you ain’t chasing an honest man. Keep in mind, too, that 
plenty of well-off folks will avoid paying bills if they think they 
can get away with it. Make sure that they know without a 
doubt that the amount owed to your client needs to be on the 
very top of their bills-to-be-paid list. 

A final factor to discuss is pure fear. Fear isn’t some ol’ boy 
drawlin’ demands for payment over the phone or hollow 
threats made through the mail. It starts with physical reminders 
of the subject’s vulnerability, virtually at your will, even after 
the mark knows that you are on the hunt for the green parts of 
his hide. Fear has played a part in all of the areas of persuasion 
discussed throughout this chapter. Fear can paralyze, and peo- 
ple don’t like living in fear. Fear of the unknown can be more 
powerful than the fear of known dangers. 

Try to imagine what the debtor's worst nightmare might be, 
short of violence or mayhem, and work to convince him that it 
may come about should he make the wrong decision and not 
meet your demands. Everyone has different fears and weak- 
nesses. Your job is to find out specifically what each mark’s 
vices, shortcomings, and frailties are. Then, without raising the 
legal system’s ire, you hammer away at those weaknesses with- 
out letup until the mark yells uncle and pays up. 
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’Tis no sin to cheat a cheater. 
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—Latin proverb 


: HELP FROM PEOPLE WHO 
i KNOW THE MARK 


1 You can build a barn by yourself, 
4 but a barn raising will get the job done 
a a hell of a lot more efficiently and 


quickly. The same holds true for collec- 
tions. Assistance can be of great value, 
and persons with grudges against the 
mark may have much to offer in that 
regard. They often hold the keys to 
doors the collector might otherwise find 
difficult or impossible to open. Ex- 
wives, former colleagues, and others 
i who are privy to insider information on 
; the debtor will frequently help a collec- 
tor as a way of venting their own frus- 
trations relating to the bum. 
What you are seeking is an angle to 
use against the mark that would be dif- 
2 ficult or impossible to attain without 
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cooperation from your new friends. The old saying that “the 
enemy of my enemy is my friend” explains why they can be 
cajoled into aiding your efforts to squeeze cash out of the debt 
dodger. If a former intimate or associate of the mark can get 
you through an otherwise inaccessible door because of his 
knowledge of the bum or his property, use him. Without vio- 
lence as a lever to pry loose the loot, the wily private collector 
has to pressure the mark in as many other different ways as 
possible. Remember, too, the old “inside job” scenario has got 
a lot of things going for it, so ride this train for all it’s worth. 

Traditional enemies and rivals of the mark are easily iden- 
tified and the easiest to bring on board. From the debt 
weasel’s private life you can draw upon former spouses, 
lovers, friends, relatives, neighbors, and landlords. In the 
business and financial category new allies might include the 
subject bum’s ex-employees, employers, colleagues, competi- 
tive current co-workers, and business rivals. If other monetary 
victims of the mark are uncovered by his bad credit report, by 
all means consult with them, too. 

The recruitment of previously disinterested parties is anoth- 
er avenue ripe with opportunities to explore. Cooperation can 
be traded for or bought. Cops might unofficially but knowingly 
help because they are frustrated in nailing a guy, and the 
thought of your doing some of their work for them will be their 
incentive to help. Business competitors can be supplied valu- 
able client and sales info on the debt dog that could result in a 
serious squeeze being applied to the mark from yet another 
source. You can take credit for this later and use it as further 
proof of your ability to create havoc in the target's life. 

Landlords can be convinced to evict a mark when offered 
proof of illegal or unsavory activities occurring on the proper- 
ty they own. Soon-to-be, as well as recent former, love inter- 
ests in the mark’s life can be added to your arsenal of 
weapons against him in countless ways. Bribe any of them to 
help your efforts. Money can work, but trading information or 
offering relief from frustration to those who dislike the mark is 
usually a more appropriate incentive. 
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HIRE-ONS AND HELPFUL RUBBERNECKS 


Money talks with the crowd about to be profiled, but buck 
for buck these are some of the best dollars you'll spend on 
your way to a payday. I have a theory, oft proven, that $100 
spent wisely can get most citizens to do things or go places 
they otherwise wouldn’t. Someone who would pass on cash 
might go for some purchased booty. Another person might not 
flinch at a C-note or a tasty temptation, but would jump at a 
sack of quality dope during a drug drought. Always use your 
Franklins wisely. 

A wide range of reasonably priced “independent subcon- 
tractors” are available for use against targets. Ten to 20 bucks 
gets winos, bums, mall rats, graffiti punks, and illegal aliens 
to do your bidding. For a pittance you can control a small 
army of rabid supporters deployed against targeted bums. 
Business owners pale when beset by vandals, thieves, and a 
storefront or office that reeks of wino urine. Customers go 
elsewhere if they come out of a place of business to find bums 
sleeping in their cars or their vehicles “tagged” by spray paint 
and screwdrivers. Hobo jungles, rat bars, and the local “mis- 
sion” can provide you with an endless supply of scurrilous- 
looking street lizards who'll be glad to pee, puke, or parade 
their privates in public for a Jackson or less. Street kids look- 
ing for trouble and their thieving little pals are everywhere. 
They’ll set fires in trash bins, vandalize homes or businesses, 
disrupt people’s lives, or do about anything else you can think 
of for a few bucks, some weed, and a sixer of beer. Menacing- 
looking bikers, scuzzy-looking hookers, and miscellaneous 
riffraff are easily found and used to your advantage. Your cre- 
ativity in using purchasable folks to pressure the mark to pay 
up will grow with time and experience. Never reuse these 
folks, and maintain your anonymity. Use trusted associates to 
distribute incentives to your freshly recruited “street troop- 
ers.” Avoid all chances of these street dogs biting you back by 
selling you out to the cops or the mark. For a good example 
of how to use higher paid skilled labor let’s take a look at 
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strippers and their role in bringing a potentially lucrative debt 
dodger to heel. 

A willing stripper and a couple of other hired helpers 
will yield a turn-key ready “relationship ruination crew.” All 
the freshly recruited “Miss Congeniality” has to do is con- 
vince the mark that it’s definitely worth his while to accom- 
pany her back to the room she’s staying in while visiting 
town. Depending on the situation, you might pay an 
accomplice, such as a bartender, to cooperate or bring in a 
faux beau to fight with “Trixie,” who then offers to “show 
the asshole” by taking the mark back to her motel room for 
some fast whoopee. You can engineer a chance meeting at 
any appropriate place, with the spurned “boyfriend” (intro- 
duced back at the bar or wherever the meeting was staged) 
being guaranteed to be away from the room for many hours 
to come. Our soon-to-be-naked team member then fakes a 
lustful advance toward the debt buzzard as soon as they get 
to the room. 

Once the guy has been enticed into a compromising situa- 
tion, and before he even gets slightly lucky, the connecting 
room’s door flies open, and the collector, the photographer, and 
sometimes the dancer’s bodyguard all walk in with flashbulbs 
a poppin’. This usually comes as such a total surprise to these 
clowns that they often are still standing in the middle of the 
room with their pants half off, waiting to have a good time, after 
the little scampette has already departed in a waiting cab. You 
and the rest of your crew should leave quickly, too, after a cou- 
ple of laughs a the maroon’s expense, of course. 

Dancers are easy to approach at the clubs where they work. 
The way I see it and sell it to them is that most dancers usual- 
ly work for tips of $1 to $5 per customer multiplied by the num- 
ber of times they have to get on stage and shake their money- 
makers. The point is that an entire night of hustling will net 
most dancers a couple of hundred bucks if no extra shenanigan 
dollars are added in. I offer them one to two hundred straight 
up for very little of their time and far easier work. 

A hundred bucks, maybe two if she’s a decent actress. A 
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hundred clams for two adjoining motel rooms with an inter- 
connecting door, 50 bucks for additional players, like the bar- 
tender, or a helpful cab driver. Add $100 for a professional 
photographer who'll give you top-quality shots. 

A topless dancer, a motel room, and a photographer—if you 
can’t figure this one out from here, you’ve got no hope in this 
business. Plenty of hardheaded debt dodgers, invulnerable to 
many other angles of attack, will fall prey to this time-honored 
classic—especially if the bum has a supposedly happy marriage 
or is living it up with some hot mama who would dump him in 
a second if she thought there was another woman. Setup or not, 
I wouldn’t want to have to explain those pictures to a vindictive 
lover. Obviously, you can run this scam on either gender. 

A final classification of temporary help involves rubber- 
neckers, those who will want to aid your efforts for the sake 
of getting a thrill in an otherwise predictable life. Plenty of 
folks find weasel hunting to be “romantic” in a voyeuristic 
kind of way and will jump at the chance to ride along on a 
mission against one of your marks. You can use these people 
for one-time-only extra faces or bodies, or for delivering mes- 
sages. An example of this would be to have a large friend say 
nothing while standing about like a “heavy” ready to back 
you up in case of hassles. Again, be creative in juggling assets 
to your best advantage. 


YOUR PROVEN CREW OF REGULARS 


The introduction of different faces into your war against 
the mark will make your efforts at debt collection much easier. 
Fresh faces keep the subject off balance, so that he’s unable to 
prepare adequate defenses against your efforts. It also adds to 
the fear factor; he realizes that a highly concerted effort is 
being directed against him. Anyone considering collections as 
a living should recruit and use a dependable crew of regular 
helpers. This crew needs to be trained, restrained, rehearsed, 
and reliable. Crew members run the gamut from stereotypical 
bad guy types used to convey an image of severity and neces- 
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sity to a kid with a couple of boxes of cookies to sell, who can 
be sent to the mark’s front door as a real scout. 

Unlike the fly-by-night, one-time bunch of vagabonds 
described earlier, your regular crew members need to be trust- 
ed to do exactly as they are told, nothing more and nothing 
less. Reward this gang with decent cash, favors, and much 
appreciation. Breaking down this crew a bit, it is basically 
divided into two types of players: those used for show and 
those who actually perform a chore that directly aids your 
efforts and contributes to the security of your operations. 
With a well-trained crew, even if the mark somehow figures 
out the collector’s identity, solid alibis and well-trained repre- 
sentatives can keep a squirming debtor in line. 

Your show crew is all about appearances, impressions, 
and perceptions that are of value to you. A big part of the 
convincing process in debt collection includes having the 
mark sweat the possibility of increased ugliness. Bad guy 
stereotypes and other ominous-looking and fear-inducing 
types are what your show crew should consist of. 
Suggestions include characters who exhibit one or more of 
the following traits: 


¢« A big, impressive physique 

* Total baldness, hair down to the butt, or long dread- 
locks 

« An extreme appearance—e.g., wearing expensive- 
looking clothes that indicate success or muscle 
shirts to show off steroid-filled veins popping out all 
over the place 

« Older, battle-hardened looking guys dressed appro- 
priately in a nice suit or biker threads if they’ve got 
especially large and plentiful tattoos to display 


Even little old ladies can do collections if they’re flanked 
by a couple of evil-looking behemoths who need never utter 
a word. In fact, this crew should specifically keep their 
mouths shut. The less verbiage the better at all points in the 
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collection process. Excess speech and jabbering smacks of 
bluff and lack of confidence. 

These rent-a-heavies have two basic tasks to perform: (1) 
leaving the mark with some kind of ominous impression that 
intensifies the necessity for payment and (2) helping extract 
the collector from any physical assaults that a frustrated, stu- 
pid debtor might launch when confronted. No ass whuppin’s, 
remember—just get out clean and without a fuss. Depending 
on the circumstances, this crew might be paid a maximum of 
a hundred or so dollars under the heaviest of circumstances. 
Frequently, $25 to $50 an hombre per visit for some quick- 
and-easy work is the norm. 

The more valuable crew to the collector, however, is the 
one that actually performs vital tasks. At $20 a pop and up, 
this bunch will pay for itself 10 times over. Delivering specif- 
ic messages clearly, correctly, and discreetly is often best done 
by a strange face that appears out of a crowd and then disap- 
pears back into it, untraceably, never to be seen again by the 
mark. Having surrogates intercept marks to collect pre- 
arranged payments is another benefit of having a good crew. 
Much security for your efforts can be gained by adding “lay- 
ers” of additional factors that make pinning the collector to all 
of the bum’s griefs much more difficult. Reducing your own 
visibility has a lot of benefits. 

Other help from your “vital chores” crew includes the 
hauling off of physical property, getaway driving, decoy dri- 
ving, and, in specific circumstances, assistance from trained 
and reliable specialists. Auto mechanics can help wage war 
against target vehicles. Anyone in a line of work similar to 
the debtor’s can tell you the peculiar or especially vulnera- 
ble weaknesses of the business or career that the mark can’t 
afford to have assaulted by a knowledgeable attacker. 
Destroy, disable, or significantly disrupt someone’s liveli- 
hood and he usually will have to come to terms. Experts can 
help the collector bring about significant changes in a mark’s 
attitude and payment practices a lot more quickly and effec- 
tively than your trying to do it all on your own. Pay these 
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people what they are worth and treat them right. They'll help 
you get the money more quickly, and you’ll move on to the 
next job sooner. 


The Big Picture, Dirty Tricks, 
and Pretreating*the Bum 


It is a double pleasure to deceive the deceiver. 
Will y —Jean de La Fontaine (Fables, Book 1) 


THE BIG PICTURE 


President Franklin D. Roosevelt 
a said it best: “The only thing we have to 
: fear is fear itself.” It’s true. Just ask 
yourself which you would choose: pay- 
ing off a debt that you acknowledge of, 
say, a few grand or seeing some of your 
worst fears actually realized? By your 
| 4 combining a debtor’s weaknesses with 

] the use of fear, he is forced to pay up or 
pay big-time in other areas, such as los- 
ing his job, family, or hair (from stress if 
nothing else). In a nutshell, your job is 
to devise a scenario that will create a 
constant and relentless nightmare, nui- 
sance, and resource drain for the mark. 
In fact, the harassment should be so 
unrelenting that eventually he will pay 
up just to bring an end to all of the tor- 
ment and pain. 


Fe 
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Information is power, it’s often said, and it’s true. By cor- 
rectly identifying the mark’s own Achilles’ heel, you can focus 
on, and attack, his biggest weaknesses. You exploit those 
weaknesses effectively, and satisfying your demands will be 
an irresistible alternative for the mark. The key is to apply just 
the right amount of rattling to each target’s cage. Shake some- 
thing long enough and hard enough and eventually some- 
thing will come loose. 

Most debt resistors will sue for peace once actual attacks 
have commenced and they’ve been convinced that more fre- 
quent and harsher penalties are on the near horizon. The 
Germans sure in hell didn’t want to surrender the Reich, the 
motherland, and Berlin itself to a hoard of filthy Bolsheviks 
bent on conquest, revenge, and domination. But fear of a 
greater threat—the entire destruction of their nation—motivat- 
ed the post-Hitler leadership to yell, “Uncle!” and give up the 
fight. Known fears will motivate the mark to pay up. 

Unpredictability and the element of surprise are the great 
advantages you have over the subject. You and your crew can 
literally sit next to and even strike up a conversation with a 
mark and probe him any way you care to, thanks to the ele- 
ment of surprise that a new and unknown face adds. You 
have a lot of strength just by having the ability to introduce 
new players into the contest at any time. The deadbeat may 
tell a creditor to take a flying leap and get away with it 
because of his ability to intimidate the poor paper holder. He 
may be on the lookout and ready for you or other faces he’s 
already seen in the collection process, but a constant supply 
of fresh mugs, different attack approaches, and increased 
penalties will eventually discourage and defeat almost all col- 
lection resisters. Unknown and unpredictable fears that 
threaten to actually materialize can cause complete paralysis 
of and rapid capitulation by the bum. 

I can’t realistically prevent a pursued bum from breathing 
air or drawing a drink of water, but with creative and compre- 
hensive efforts I can negatively influence almost every other 
aspect of his life—sleeping and lovemaking included. You 
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and your crew are unknown and uncontrollable factors, and 
the fear that results from that will be your best calling card for 
the bum to contemplate. 

Every collection is unique, but if you are determined and 
have a fat sack of tricks and a tribe of tricksters at the ready, 
then you are well on your way to getting paid. To do this the 
collector needs to have a plan of attack. There is no set for- 
mula, and experience will be your best teacher overall, but I 
recommend, for starters, that you always be creative and stay 
loose. Remember, too, never to leave or provide evidence and 
don’t get caught red-handed while performing and perpetrating 
your trickery on the mark. This is easy if you have done your 
research and developed a well-thought-out plan of attack. 

Do your homework on the subject, and you will possess 
the ingredients to put together a real hot pot of stew for the 
mark to boil in. The next section in this chapter will give you 
plenty of ideas and ways to do the job. Just remember to work 
smart and hit him where it hurts the most. For example, don’t 
try to set up an obviously nondabbling husband with a hot 
mama to get a set of nasty pictures. You avoid misdirected hits 
because they yield weak results and arouse suspicions that 
something is amiss. 

Having already identified the target bum’s weaknesses, 
you want to develop and prioritize a list of appropriate tricks, 
from least painful to maximum punishment. From there you 
and your crew (if necessary) go to work rattling the mark’s 
cage. You want the mark to relent and pay up just to make 
you go away and get out of his life. Find the bum’s buttons 
and push ’em until he coughs up the cash—it’s as simple as 
that. The remainder of this book focuses on the how-to’s, the 
mechanics of how the collection process is initiated and con- 
ducted from beginning to end. 


ACTUAL TRICKS OF THE TRADE 


Plenty of “revenge” and “dirty trick” books are on the mar- 
ket. Some are full of impractical nonsense, and others offer up 
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some real gems. The tricks suggested here aren’t theory; 
they’ve been successfully tested by me and others whose word 
I trust and are known to work. Offered are numerous safe, sim- 
ple, and effective techniques and their specific applications. 

Use strategies, tactics, and tricks appropriate to the situa- 
tion, and don’t go overboard. As was stated, start with light to 
moderate tricks on the pain scale and then proceed to uglier 
and uglier stunts until the rat squeaks and pays up. There’s no 
limit to how many possible ways you can pry the bucks loose. 
“Revenge” books and my suggestions are great for getting 
your creative juices bubbling, but eventually you'll develop 
your own style and tricks that work best for you. Just look for 
the leverage and apply the pressure. 

The first level of pain, and one of the most useful, consists 
of small nuisance hits. These cost the mark from $100 to $500 
per calamity, which keeps them below the standard insur- 
ance-deductible levels, and therefore must be paid for totally 
out of pocket by the targeted bum. Added to that are the wast- 
ed time and inconvenience of dealing with the aftermath of 
these attacks. If these types of blows are dealt the mark with 
regularity, the cost of paying up what's owed will become 
much more affordable when compared with what noncompli- 
ance will cost him over time. What follows are some very 
effective nuisance hits that are easily delivered and will leave 
no evidence of your personal involvement, as long as no wit- 
nesses are present when you or your crew perpetrate the trick. 


PERSONAL HITS 


« — Slingshot-delivered ice cubes (the evidence literally 
melts away) and BB guns work well on expensive 
windows and windshields. Add a ski mask and you 
can take out security cameras and mirrors. 

- Another use for a BB is to paint one black and affix it 
to the inside of the mark’s tire stem cap with a small 
piece of chewing gum. His tire will slowly deflate and 
eventually go flat. When the tire repairman finds no 
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fault with the original tire, he’ll fill it with air and put 
it back on the car, replacing the still loaded cap to 
begin another cycle of deflation. This can be mad- 
dening and costly to anyone with a busy lifestyle. 

A big knife can be used to make a quick, long cut in 
the sidewall of the mark’s tire and deflate it more 
effectively and quietly than will a small puncture. 
Another version of this involves pounding numer- 
ous large nails through a piece of two-by-four and 
then placing and partially burying the board in mud 
or gravel that the mark will have to drive over, ide- 
ally on a rainy day, and the day after, and the day 
after... 

House and auto paint are easy targets. Balloons 
filled with off-colored paints, thrown eggs, and a 
liberal coating of muriatic acid (brick cleaner that 
will make auto paint finishes slide right off), can 
cause much grief and expense. 

Lawns and landscaping flora are oftentimes unat- 
tended targets that many persons and businesses 
value greatly. Gasoline and other strong solvents 
has killed or severely damaged almost every variety 
of plant life I’ve ever “experimented” on. 

Locks, whether they are on a vehicle, home, busi- 
ness, storage locker, or anything that the mark 
needs access to, are easy prey for a collector look- 
ing to break a mark down. I recommend R.T.V., J.B. 
Weld (a liquid metal in a tube that is available at 
most automotive stores), and superglues. It is best 
to give them all a 12-hour cure if you can, but often 
six is enough, depending on temperature and 
humidity. Frozen locks can leave a person stranded 
or unable to open for business on time, just for 
starters. Practice inserting these gooey liquids and 
glues on an old padlock to become familiar with the 
process. This way you'll be able to slip right up, do 
the job, and be gone rapidly, with successful results. 
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Paints, inks, and stinks can be creatively used for 
mail slots, gym locker vent holes, slightly opened car 
windows, and other nooks and crannies. With this 
method you can ruin clothes, carpets, cloth car 
seats, and entire dwellings. I could go on and on 
about fish emulsion (essentially this is ground up 
and rotting fish available at many garden centers) 
and the smell it’ll leave in the air, but let’s just skip 
ahead to the foulest of deeds possible in this partic- 
ular vein of professional vandalism. I once paid the 
driver for a septic tank cleaning service to deliver his 
“load” down a sloping driveway and into the garage 
and yard of a vacationing asshole who lived in a fair- 
ly secluded setting. We then filled up the septic truck 
with plain water and had it dumped at the waste 
treatment plant as scheduled, to cover up our 
“movement.” A thousand gallons of frozen sewage 
isn’t something you’d care to come home to twice! 
Known thieves and likely thieves can be informed. 
Consult with the local high school’s juvenile delin- 
quents; they’ll know who to tell about the mark’s 
work schedules, vacation plans, and valuables. Just 
let nature take its course on this one. Again, stay 
anonymous to these one-time-only accomplices. 
Unlimited vehicular hits can be concocted against 
the mark’s cars or trucks, those of his family or busi- 
ness, and such hobby vehicles as boats, motorcy- 
cles, and off-road stuff. Besides actually molesting 
his motors, transmissions, or electrical systems, 
faux hits are plenty effective and crime free. For 
example, on the ground below the target vehicle’s 
gas cap or gas access door, you sprinkle some sugar 
and leave an empty sugar bag on the ground below. 
The mark will have to drop his gas tank and have it 
drained, cleaned, and reinstalled to ensure that 
potentially engine-destroying sugars won’t ruin the 
motor before the vehicle can be used again. 
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BUSINESS HITS 


The mark’s job or business is a prime target he can little 
afford to have affected in a negative way for long. Specific 
tricks are easily customized; just consult with someone in a 
similar line of work, business, or career to learn the mark’s 
weak spots. Here are some simple but effective business-ori- 
ented attacks. 


¢ Soft drink splashed or sprayed into cash registers, 
computers, and other sensitive electronics can play 
hell with expensive and necessary systems. — 

¢ Bogus promotions reflect negatively on a business. 
Use the targeted business’ letterhead, printed nap- 
kin, or newspaper ad to cut and paste together a 
real-looking coupon offering an undeniable benefit, 
for free, to all coupon holders. Print up a bunch and 
distribute them on college campuses and at the 
local bum/wino hangouts. Pissed-off kids and street 
people will agitate on your behalf without even real- 
izing it. Racy, provocative, and pornographic inserts 
slipped into in-store catalogs, napkin dispensers, 
menus, and other selected products can play hell 
with a business’ reputation and bottom line. 

« Make the mark look bad on the job. Have an army 
of complaining surrogates bitch about everything 
from bad service to outright theft and blame it all on 
the mark. Call, send an anonymous typewritten 
note, or have a surrogate tell the mark’s boss that 
he’s a thief, deals dope while at work, is a racist, or 
whatever else you think will get the goat of the 
owner/manager. 

¢ Spirit away key parts that are integral to a business’ 
operation. An unrelenting espresso shop owner I 
was after was promptly neutered when a small box 
of key espresso machine parts went missing (in 
fewer than 30 seconds) on a busy Saturday morn- 
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ing, without hope of them being replaced until 
Monday or Tuesday. The resulting loss of business 
that weekend convinced him to pay up. 

Contact the mark’s clients, vendors, customers, and 
suppliers and disrupt his business by increasing, 
decreasing, or canceling product or inventory 
orders. Inform them of the mark’s (or his compa- 
ny’s) poor product, service, performance, finances, 
or other unseemly activities and affiliations. I once 
put a soundman (a provider of audio equipment for 
bands and large performances requiring specialized 
sound apparatuses, etc.) out of business by going to 
many of the bands doing business with him and 
offering them various incentives not to do business 
with him. I also convinced bar and hall owners to 
drop him, and I helped his competitor take over his 
gigs. Eventually, he was forced to pack up and move 
to another town to pursue his line of work, which 
was the real intent of my efforts in that particular 
case. I never asked that guy for one penny—I just 
shut him down. Convince someone that his career, 
job, or business is in jeopardy, and he will have to 
come to terms with you. 

Other easy stunts include fake “out of order” signs and 
health department warnings. Pulled plugs on equip- 
ment can cause valuable machinery to burn up or 
frozen items to melt. Stopped-up drains, toilets, and 
sinks that are left overflowing and running can cause 
untold damage. A cigarette lighter can be enough to set 
off an entire building's sprinkler system. Remember, be 
creative and work with what's available. 

Bums, punks, and creeps offer endless possibilities 
for making your efforts at getting paid successful. 
Their contributions can include, but certainly aren’t 
limited to, stashing dead critters, releasing live crit- 
ters (mice, rats, insects), waving strong magnets 
over videotapes, leaving behind used condoms, 


releasing tear gas, and dropping syringes in the 
doorways of businesses associated with the mark. 
More bad news in this regard involves wino pee, 
barf, spit, and other body fluids that find their way 
onto a business or its customers, carpets, products, 
food, furniture—you name it. Thieves sicced on the 
business or its customers can be quite disruptive. 

- Vandals and graffiti punks occupying areas adja- 
cent to a business are a real headache, too. No one 
wants to frequent a business when they fear getting 
out of or leaving their vehicles unoccupied every 
time they do business there. Just spray painting 
“This store is racist/homophobic/sexist/anti- 
Semitic” or some other fill-in-the-blank slur can 
cost an enterprise a lot of grief and dollars. A boss 
won't think much of his employee if he realizes that 
all of this drama is due to his employee’s bad finan- 
cial habits. Time for the bum to cut a deal with you 
or seek new employment, in other words. 


EGO HITS 


Besides material and financial considerations, there is the 
soft underbelly that personal relations represent. Super rats 
don’t care what others think of them, but plenty of hard-core 
deadbeats aren’t super rats, just rats. You need some bait for 
your rat traps to be strategically placed against those whose 
image, ego, and reputation are most important to them. 
Personal reputations can easily be ruined through the exposure 
of secrets, innuendo, and falsehood designed to bring a pur- 
sued debt dodger to his knees. This is done a variety of ways. 


« Posters, flyers, photographs, and phone calls that 
depict the debtor as a credit creep, sex offender, 
deadbeat dad, porno freak, or philanderer offer 
plenty of possibilities. Placing these where his 
neighbors, co-workers, fellow church members, and 
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others significant in the mark’s life can see them is 
a threat that can produce money from many a reluc- 
tant payee. Phone calls to neighbors and flyers in 
their mailboxes about his activities can have amaz- 
ing results if the mark values his reputation strong- 
ly. Get compromising pictures from ex-lovers or 
computer-generate them. Place “wanted posters” of 
deadbeat dads and warning notices that a “pervert 
lives at 1234 22nd Street” on neighborhood bill- 
boards, at the mark’s church, in his favorite bar, on 
bulletin boards at his favorite social activities, or on 
the windshields of his co-workers’ and colleagues’ 
cars. Be creative and credible with this one. Show 
these offending posters to the mark before you actu- 
ally post them in public and you just may get paid 
before you ever have to post a single flyer or invest 
in more than one copy of it. 

The mark’s love life and family life can be affected in 
similar ways as those just given. A trampy looking 
woman can confront a mark and cause a scene in 
public that the mark would melt in shame from. 
Stunts like leaving condoms and slips of paper with 
women’s phone numbers on them on the mark’s car 
seats can also add to his grief. This is another area 
where your own creativity is the only limit to ways to 
pressure the mark into complying with your demands. 
You can answer personal ads and get a phone rela- 
tionship going with an unwitting advertiser and 
then give her the mark’s home phone number when 
the relationship starts to get steamy. Have her call 
the mark’s house when you know everyone will be 
out so that her passionate message is recorded for 
all to hear. From a pay phone you can have a sur- 
rogate of the correct sex call the bum’s spouse and 
warn that the mark’s mistress (or boy toy) may have 
the plague: “Thought you might want to know,” and 
“He/she gave it to me, too.” A light spray of perfume 
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when the mark passes in a crowded store or thong 
underwear slipped into an overcoat pocket that falls 
out unexpectedly are real killers for guys already 
suspected by their spouses of being cheats. 
Anything from the slightest hints of infidelity to full- 
on relationship ruination, as described in the previ- 
ous chapter, can be threatened or perpetrated 
against debtors as levers to induce payment. 
¢ For hard cases and professional scumbags, as will be 
q described later in this book, all the hounds of harass- 
ment are released on them. Make a domestic vio- 
lence call to the cops from the phone booth nearest 
the mark’s home, “He’s killing her, I swear!” This type 
of call and the responding red and blue lights will be 
j a real bummer for crooks, dope dealers, and reputa- 
tion freaks. Be aware that your calls to the cops will 
be recorded, so don’t overdo it, or else use trusted 
associates who cannot be traced back to you. 
¢ Other candidates for helping your efforts include 
the Internal Revenue Service and other regulatory 
and enforcement agencies that are interested in 
specific violations with jail terms and monetary 
fines attached. A garnish gopher working under the 
table for a decent-sized business knows that he can 
get himself and his employers in very hot water 
when confronted with this threat. Any type of 
ground or water pollution cleanup could cost unbe- 
lievable amounts of money and can be caused for 
very few dollars. Now, are you starting to get a feel 
for how this game is played, amigo? 


SETS ER ose? 


PRETREATMENT (THE DEADBEAT IS 
GONNA KNOW YOU AIN’T KIDDING) 


Pretreatment refers to the acts perpetrated on the debtor 


prior to your first face-to-face encounter. Since it is virtually 
guaranteed that some type of strike against the credit cretin 
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will have to be launched before any reasonable hope of col- 
lecting the debt can be expected, I find pretreatment a must. 
Think about it: the only reason that the client is going to give 
a private collector 50 percent of what’s owed to him is 
because the debtor is a serious resistor, unbothered and 
unmoved by all conventional collection attempts. Easy, cost- 
effective, and a real freebie before the mark is on guard, pre- 
treatment is most effective when you are making initial con- 
tact with the mark. 

Pretreatment will gain the subject’s full and undivided 
attention when he is informed that you are connected with his 
recent misfortunes. The bum will know that you aren't bluffing, 
what it’s already cost him, and what it might cost him in the 
future. Believe me, the mark will be all ears when you come 
calling after a rigorous pretreatment has been applied to him. 

Appropriate pretreatment tactics are usually smaller, nui- 
sance-type hits that are applied over one or two week's time. 
Cause the materialistic debtor several hundred bucks worth 
of damage to one or two of his prized possessions. Send some 
“normal-looking individuals” to the debt-dodging dopeman’s 
door to try and purchase some product; it's guaranteed to be 
met with concern and anguish by the bum who now has to 
sweat whether it’s the cops who are feeling him out. The 
mark’s reaction to your pretreatment of him will tell you much 
about how easy or difficult the nut will be to crack. 

The consequences of these pretreatments can range wide- 
ly from the mark’s immediate readiness to cooperate without 
further hassle or delay to total indifference or outrage. Pre- 
treatment lets you get a few licks in on the mark before his 
guard is really up. 

Fear is the bottom line throughout the remainder of the 
collection process. Fear of starvation and economic depriva- 
tion is why people work. Such impulses as “TY could kill that 
guy” are usually not acted upon because the severity of the 
consequences is usually more feared than whatever injustice 
prompted the thought. If your pretreatment of the mark has 
no visible effect on him, it’s time to crank up the pressure big 
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time and go to war on the weasel. For marks obviously rattled 
by your initial stunts, smaller doses of your medicine can be 
doled out until they have been cured of their bad habits. 


EXAMPLE OF A PRIORITIZED HIT LIST 


Here’s an example of a prioritized hit list and its delivery, 
which includes pretreatment, designed to collect on $5,000 
worth of back child support. Let’s say that the mark owns an 
independent video rental store, which is his sole means of sup- 
port, but it does support him well. Garnishes against his check- 
ing account never net more than a few bucks, the deposited 
checks from the previous night’s rentals probably, and that’s it. 
He has no boss or official paycheck to attach a garnishment to; 
he pays himself with cash he draws directly from his store’s 
cash flow. He lives in a rental home and has a hot-looking girl- 
friend living with him. He enjoys golfing on Sundays and jog- 
ging most evenings on the bike paths near his house. Of 
course, you'll have compiled a lot more information on a real 
mark, but for illustration’s sake, this is plenty to go on. 


Day 1, Monday 

No sense messing with the mark’s residence; it’s not his 
so he won’t care if you attack it or the landscaping, and the 
owner might become a problem for you. Looks like a couple 
of ice cubes to the mark’s favorite vehicle’s windshield will do 
for openers. Done at 3 A.M., on a rainy night, no one will see 
or hear you and the evidence of how the attack was carried 
out will quickly melt away. 


Day 2, Tuesday 
Distribute two or three $10 bills among a group of street kids 
to initiate your panhandling and “ugly trash-living in the doorway 
of the mark’s store” campaign. Supply them with a variety of par- 
ticularly offensive materials and a 12-pack of beer if you’re a real 
sadist and are serious about getting the job done promptly. 
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Day 3, Wednesday 

Recruit a particularly scuzzy looking street rat to 
approach the debtor’s customers right in his store. Have 
him blather away about wanting to have sex with him, his 
Chihuahua, or whatever until the cops literally come and 
take him away. The whole scene witnessed before he’s final- 
ly cuffed, stuffed, and disposed of won’t soon be forgotten 
by the mark or his customers. As always, be sure to pre- 
serve your anonymity and get a good show from the bum by 
promising him more money and jobs later if he does as 
asked now. 


Day 4, Thursday 
Don’t push it. The mark’s got to be suspicious, and his 
guard is up. Let him think it was just bad luck—for about a 
day, that is. 


Day 5, Friday 

It’s time to actually approach and talk to the goofball face 
to face and inform him of your demands and expectations of 
him. The details of how this is done is contained in the next 
two chapters. For the purpose of illustration, however, let’s 
say that at the end of this first meeting the debtor told you to 
suck, bite, and lick things you find offensive, as opposed to 
his showing more cooperative signs. 


Day 6, Saturday 
Another round of chump change to the street kids, and it's 
spilled cola in the cash register keys, petty thievery, and cus- 
tomer hassling in the store and parking lot. That night, trash 
his girlfriend’s car, and now she’ll want him to pay his bill, too. 


Day 7, Sunday 
Seeking relief from the week’s woes and his girlfriend’s 
wrath, the fool heads out for some golfing, for a little relax- 
ation. Two bayoneted tires on the car he left in the course 
parking lot might necessitate towing unless he carries two 


spares, which is highly unlikely. Some spilled sugar and an 


empty sugar sack can add to our hero’s expenses, stress level, 
and grief. 


Day 8, Monday 
Nothing out of the ordinary happens all day long. In the 
grocery store’s parking lot that night, on the way home from 
work, the mark is told by one of your surrogates in passing 
that he needs to “satisfy the man’s demands and pay your 
bill, or you’re gonna think that last week was a picnic.” 


Day 9, Tuesday 
Let the mark sweat, and take care of other things in your 
life while he marinates in some mighty sour juices. 


Day 10, Wednesday 

Distribute a coupon good for an unbeatable price on 
video rentals or purchases and distribute them widely. Left on 
the tables at local booze holes, in Laundromats, and on col- 
lege campuses, this will unleash another round of business- 
related grief for the mark to cope with and ulcerate over. That 
night, you and a serious-looking associate confront the sub- 
ject in the middle of his evening run and again put your 
demands to him, with a clear picture of how “I’ve only just 
begun, son, so pay me now, or pay now and later, because my 
crew and IJ are in your life to stay.” No problem here, because 
no prosecutable words have been uttered and it’s unlikely 
he’d have a tape recorder with him on his run. Most folks who 
are trying to survive, let alone get ahead and be able to enjoy 
it, will have broken down under this type of assault. If the 
imbecile still refuses to make good on the debt, open the 
floodgates on him. 


Sooner or later the mark’s got to give in if you stay on him 
without letting up. How to bust the hardest nuts is covered in 
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the final chapters of this book. Remember, so far you’ve only 
resorted to using relatively unskilled help and low-level tricks. 
Bring professionals such as cops, convicted burglars, and 
grungy hookers into the mix and you're on to another level of 
pain infliction. Before we get into all of that, however, the 
nuances of face-to-face dealings with the mark need to be 
explored a bit more. This is mandated by the necessity for you 
to constantly maintain control over the mark, by keeping him 
off balance and unable to adequately resist the campaign 
being waged against him. All back-talking and back-sliding by 
the mark both before he capitulates and once he has agreed 
to pay up must be dealt with rapidly, with an appropriate rise 
in the level of pain inflicted. Negative reinforcement is the 
behavior modification tool to be used on all resistors. 


Appearance, 2 
Approach, Attitttde 


Men are valued not for what they are, but for what they seem to be. 
Edward Bulwer-Lytton, Money, Act I 


APPEARANCE 


The mark doesn’t know that you are 
coming. You know all about him, his 
ability to pay, his habits, and the things 
he cherishes most. He knows zip about 
you. You get to pick the place and time 
for the first face-to-face confrontation 
and presentation of demands. You’ve 
already pretreated his wallet and psy- 
che with a few tricks. Already you have 
a large advantage over him, but before 
the curtain rises on your first perfor- 
mance some fine-tuning is necessary, 
beginning with your appearance. 

You must present an appearance 
that is credible enough to get the 
money. Look and act like a profession- 
al collector and you will get paid like 
one. First impressions are vital, so be 
sure to make one that is convincing, 
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lasting, and chilling. What can I say, the movie Pulp Fiction 
wasn't fiction. The package of big, burly, black, and bad look- 
ing combined with a pimp-fashion, cheesy, long-haired nut 
case of a white boy is a real winner because it effectively uses 
negative stereotypes to sell the story. It worked in the movie 
and it’s worked for me on many occasions. 

Clothes make the man. It’s true, especially in this case. 
Being confronted by two-well dressed guys wearing more 
rings than Sammy Davis Jr. can be a mighty thought-provok- 
ing and sobering experience. Also in, but at the opposite end 
of debt collection fashion chic, is the ugly, hard-core, men- 
acing biker gang member look. This particular fashion state- 
ment is best accessorized by an occupant who has the abili- 
ty to generate an extremely believable, no-apparent-regard- 
for-human-life look. Dressed up or dressed down, just be 
sure that the image is complete and convincing. Send a clear 
and ominous message that is beyond question in terms of 
whether the threat is perceived by the mark as being real and 
credible enough. 

What doesn’t get it is sloppy duds with no theme. Ratty 
only works when the costume is complete. Fashion no’s for 
this job include tennis shoes on pimple-faced punks, T-shirts, 
baseball hats, plaid shirts, and house dresses. The bottom 
line here is to figure out what's going to leave the most effec- 
tive impression with each particular mark and tailor your look 
to fit that image. Be completely in costume and character 
before attempting to put on a professional performance. 

A final note on appearance. As you may have already 
noticed, virtually all references in this book are in the mascu- 
line. As a matter of fact, by a slight margin, my clients are pre- 
dominantly women, and oftentimes the mark is a woman, too. 
When it comes to actually engaging the mark concerning the 
debt and the need to pay it, however, to be blunt, most women 
are going to have a tougher job creating and carrying off a strong 
enough impression to be a credible collection threat without 
resorting to violence to prove just how tough they really are. 

Sometimes stereotypes can work against you. Ladies, you 


can hunt them down, scope them out, pretreat them, make 
demands and hit ’em again if they resist. Pain is pain in my 
book, but some guys, their wives and girlfriends, and female 
debt dodgers, too, are going to fight a woman collector more 
and beg for and expect more mercy from one. Save yourself a 
little grief, ladies, and if you insist on doing collections per- 
sonally, bring a big, ugly male or two with you as backup 
when you actually confront marks face to face. 

The practical and atmospheric value of bringing a serious- 
looking backup man with you on your initial presentation to 
the mark cannot be overemphasized. Little or no physical 
resistance will usually be offered by the mark when he’s out- 
numbered two or three to one. If he does get froggy and jump, 
your backup man can help extract you from the mark’s grasp 
or flailings. Either way, the mark will realize that he’s proba- 
bly facing more than just a little bit of serious trouble. A 
threatening-looking backup man is a wise precaution for both 
men and women trying to collect on debts, particularly during 
the first face-to-face confrontation with a mark. 


APPROACH 


Where and when you initially meet with the debtor and 
make your demands on him is primarily dictated by the need 
for continuous operational security. The perfect place to 
approach the subject will allow for privacy, which will con- 
tribute to brevity, another goal in your first meeting with the 
offending party. A stealthy approach, privacy, brevity, and 
surprise all contribute to mission integrity and a lack of evi- 
dence left behind. A smooth, sobering, and convincing initial 
meeting with the subject will add much weight in his deliber- 
ations concerning the possibility of paying up. 

Never approach the mark on his front porch or when he’s 
with his family, friends, or co-workers. Avoid any place that 
might have a high likelihood of witnesses who might overhear 
what you say to the mark. Especially, don’t let interested par- 
ties, such as the mark’s relatives and co-workers, listen in on 
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your discussion unless you want to embarrass the mark, and 
then don’t say anything of a nature that could land you in 
court or jail. 

Good places to confront the mark generally allow for a 
certain element of surprise and easy exit. By following the 
mark from his home, or on his way home from work, you can 
usually get an opportunity for a moment alone to discuss the 
debt being “arbitrated.” Examples include catching up with a 
mark with an armload of groceries in his hands or when he is 
alone on a lunch break. I’ve caught people alone in the rest 
rooms of bars and restaurants and at their place of work when 
no co-workers or customers were within earshot. The guy’s 
routine will clue you in to the best opportunities. 

For stay-at-home types, I frequently will lure them to a 
location of my choice to deliver the bad news. Either the col- 
lector or a well-rehearsed surrogate calls the pursued debtor 
and offers him something that will entice him to show up at a 
preselected location of your choice. For a mark with a service- 
type business, I usually claim that a group of investors is 
opening up a new business that might have use for his ser- 
vices. I go on to say that I’d appreciate an opportunity to meet 
and discuss the situation in person to show him the layout of 
the place or whatever will act as an appropriate bait for the 
snake. You can use this ruse for a lot of purposes that will aid 
your efforts. Just figure out what the right bait will be for each 
specific mark. Let your creativity be your guide and don’t be 
afraid to try this stunt a few times on the same mark. Juggle the 
details and voices and you can catch the same fish several 
times with the same lure. Just look to the cops for inspiration 
on this one—I mean how many times have you heard about 
“free” Super Bowl ticket scams used to tempt groups of want- 
ed criminals to a central location for incident-free arrests? 


ATTITUDE 
Always look calm, regardless of your real feelings. The 


first few tricks you perpetrate and the initial face-to-face con- 
frontations you engage in will probably soak your armpits, 
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make your heart race, or leave you short of breath. Time and 
experience will cure all that. Come across very firmly when 
explaining to the mark why and how he is to satisfy the debt 
he’s dodged for far too long. Be firm and strong, but with cool- 
ness, calm, level temper, and restraint. 

Given your serene demeanor and the confusion and sur- 
prise the mark has experienced, his perception will lend much 
to your strength in the first meeting. Maintain an attitude of 
aloofness throughout the collection process, and don’t get 
loud or particularly reactive to any challenges that the mark 
may offer. It will contribute greatly to the likelihood of making 
your collection efforts a success. Added to the sheer boldness 
of your collection attempts and your lack of inhibitions at 
causing outrageous acts against him, it will generate plenty of 
fear. He’s never had to deal with this type of squeeze before 
in his debt-avoiding career, and without question, fear is one 
of the most essential motivators. 

Debt collection is all about finesse, dressed in gorilla’s 
clothing. Sometimes it’s a very narrow path between under- 
playing the situation and excessive tactics. Just remember to 
stay cool, almost detached, and let nothing ruffle your feath- 
ers. Stay in character at all times and know your script. You 
want to be forceful but reasonable, even in the face of opposi- 
tion and rudeness from the mark. Remember, he’s the one who 
will be on the receiving end of another round of misery. 

Let’s face it, the mark isn’t your buddy. He stands between 
you and your getting paid. I tend to see the people I hound 
for cash in fairly clinical and detached terms, like a virus that 
needs to be controlled. I refer to debt dodgers throughout this 
book in rather disparaging terms, but it’s strictly for entertain- 
ment’s sake. On the street, you can be harsh and relatively 
contemptuous toward the mark if you care to, but excessive 
disrespect will usually serve to stiffen rather than soften the 
mark’s resolve to oppose your efforts. Always try to keep the 
process from getting too personal. 

Debt collectors need to avoid bad attitude traits, such as 
being antagonistic, combative, or excessively rude and 
demeaning toward the mark. Also to be avoided are violent 
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physical or verbal moves that could result in a scuffle or in 
making things more personal, which only reduces your 
chance of collecting any money and increases your exposure 
to legal and personal retribution. 

Another bad move is getting loaded while on the job. 
Never use drugs or alcohol to get into character. They can 
excessively embolden you and increase your enthusiasm for 
getting the job done and will cloud your judgment on how and 
when to do things correctly. Other bad traits include being 
overly relaxed around the mark, acting friendly, or, worse, 
showing understanding for his plight; it’ll just encourage the 
mark to try to get off the hook. 

If conditions change unexpectedly during your initial 
meeting with the debtor or on any other visits, remain calm. 
If the change is drastic enough to jeopardize your privacy or 
security, don’t be afraid to abort the mission. Regrouping and 
coming back later is far preferable to continuing a blown or 
compromised presentation. Should somebody unexpected 
stumble onto your presentation, remain calm, excuse the 
intruding party, and continue where you left off once the third 
wheel has rolled along. 

Always remain in control of the situation. If the mark 
blusters at your requests or becomes belligerent beyond rea- 
son, shake your head and walk away without showing any 
signs of strong emotion or concern. Be calm in the knowledge 
that he’ll probably be a bit more cooperative in your next 
meeting, after you have increased his level of cooperation 
through a strict regimen of punishment delivered between the 
two visits. Never let a credit crumb get your goat or rock your 
boat, because time is always going to be on your side. 
Prolonging the process works mainly against the mark in 
terms of cost. Feel free to remind the bum of this fact fre- 
quently. It’s just time to you, but as time goes on, the costs 
and increased stress the mark experiences will rise, making 
the cost of paying off the debt owed a much more palatable 
option for him to accept. Stay the course, keep the heat up, 
and cook the mark’s meat until he pays up or is reduced to a 
burned-out piece of coal. 
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Delivery of Your Demands 


I am accustomed to pay men back in their own coin. 
—Otto von Bismarck 


A QUICK REVIEW— 
STAY FOCUSED 


Now comes the big test. Can you 
sell yourself to the mark in a way that is 
believable and effective? You will 
increase your chances of successfully 
selling your demands by remembering 
and doing what's been outlined up to 
now. To that end, here’s a quick review 
of several essential points. 

Since “getting away with it” is your 
primary concern, anonymity and evi- 
dence avoidance are your top priorities 
if you hope to enjoy a long-term career 
in this business. Remember, if you 
wanted to get the money pronto and 
didn’t care how you got it, you’d just 
kick butt and reverse kneecaps. But 
since you can’t collect big fees sitting in 
jail, you must be stealthy, sly, and care- 
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ful to leave no evidence of any of your actions. No violence, 
no evidence, no witnesses and you'll have peace, profitabili- 
ty, and no problems. 

Because you previously determined a location that offers 
privacy, your first meeting with the subject will get off to a 
good start. You will immediately establish position and 
strength through a surprise introduction at an unexpected 
place. Your position is further enhanced through moral demo- 
tion of the mark; in other words, you are the “good guy” try- 
ing to right a wrong that was caused by the “bad guy” mark. 
Finally, fear is used as the grease that keeps the collection 
process sliding along. Your presence alone will fuel the fear 
motor, and your seeming lack of fear as you go about your 
business will further serve to destabilize the mark’s defenses. 

There are common themes throughout all collections, but 
every collection is unique. Custom-tailoring is required to fit 
the specifics to each collection. The mark’s lifestyle, means of 
living, and other weaknesses need to be exploited to the best 
of your ability. Take your best shots and stay on your toes. 
You can enhance delivery of your script and demands by 
visualizing the scene in advance. Don't be afraid to rehearse 
in front of a mirror until your delivery is credible. 

Know your options if conditions change; no matter what 
happens, remain cool and composed. Calmly chase off any- 
one who stumbles upon your discussion with the mark. Bring 
a serious-looking associate to enforce the fear factor and min- 
imize any possibilities of dustups or wrestling matches with 
the bum. Retreat with honor if the debtor blusters at your 
requests and then ratchet up the pressure to pound home the 
point that he must pay up. Accept no debate and offer no 
deals to troublemakers. 


THE INITIAL PRESENTATION OF DEMANDS 
What you need to do is explain why you are there, what 


you want, what payment options the mark has, and what 
might happen if the mark attempts defiance. Talk fast and 
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think fast, but do it all in a smooth and calm manner. You’ve 
totally got the drop on the mark, so make the most of your 
“first impression.” 

You are there to inform the bum, not debate with him. 
Stay in charge of the conversation and the situation. It’s all 
about control, so don’t give up any, not to the credit creep, the 
client, or the situation. Don’t let the mark’s attention wander 
or allow debate. Dominate or depart, recondition and return 
(via a surrogate, perhaps), and repeat until paid: that’s the 
cycle you want to maintain. It’s that simple. For marks who 
excel in stupidity or are slow to acknowledge their problems, 
frequent reminders to save themselves more expense and 
inconvenience from attempting to defy the collector’s 
demands are appropriate. 

Before offering a typical presentation of demands to the 
you, the reader, the issues of self-respect, pride, and dignity 
must be dealt with. Belittling the mark is often part of the col- 
lection process, especially if you directly attack his reputa- 
tion, but leave him with some respect. Heavy name calling, 
cheek pinching, slapping, pushing, and other provocative and 
unprofitable moves are to be avoided. 

Don’t blow a cash deal through excessive rudeness and 
comments that a mark might take too personally. These may 
encourage the bum to find the backbone he has previously 
lacked and attempt to resist your efforts. I usually take a busi- 
nesslike tack with marks, noting that I’m only there to arbi- 
trate a debt that has gone on for too long. The mark knows 
that you’re pressuring him to pay up, but being noisy and 
ungracious about it may hurt rather than help your cause. 
With basic instructions and review well covered, let’s move 
on to an example of how an actual delivery of your demands 
to a mark should go. 


A TYPICAL PRESENTATION 


Walking up to the subject, you launch immediately into 
your well-rehearsed spiel, which should go something like 
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this. Using a firm and level voice, referring to the mark by his 
full name, and regardless of getting acknowledgement or not, 
you say, “I’ve been engaged by (client’s name) to collect on an 
unsatisfied judgment (or whatever kind the debt is) of 
$6,300.” Continuing you add, “I want you to know that I only 
get paid when I collect the money that you owe my client. I 
know that you’re going to want to pay me eventually, if not 
immediately, because I have absolutely no intention of getting 
out of your life until this debt has been totally satisfied.” 

Taking advantage of whatever pretreatment of the mark 
has been done, go on to imply that perhaps his recent rash 
of bad luck is associated with the ugly karma he’s generated 
from the lack of respect he’s shown for the debt he owes your 
client. From there you go directly into explaining that, as the 
debt arbitrator assigned to this case, you hope to negotiate 
and make a deal that concludes with a mutually satisfactory 
settlement and payment of the debt. You then offer the 
option of a one-time lump-sum payment with a slight dis- 
count to the debtor as incentive. In this case, a $5,500 lump 
sum might be appropriate. 

If a lump-sum payment is not in the cards, the other 
option is installment payments that add up to the entire 
amount owed. This is to be collected over a reasonable peri- 
od, say 21 payments of $300 each, collected every two weeks. 
Finally, the subject is reminded of additional costs to him 
should he resist or become a problem for the collector. This 
will give him a few things to think about and should help keep 
him reasonably calm. 

Shocked and surprised, many confronted debtors are 
unable to provide on-the-spot specifics about how they 
intend to satisfy the debt, even if they have been sufficiently 
motivated to pay up. As is explained in detail in the next 
chapter, this really isn’t a problem. Briefly, though, this is 
dealt with by locking in an initial payment amount, as well as 
the time, place, and the way the money will be picked up from 
the mark. The mark also needs to be prepared at that time 
with plans for full discharge of his debt, either in a lump sum 
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or in payments. Depending on the mark and the amount of 
the debt, anywhere from a few days to two weeks might be an 
acceptable amount of time for a payment plan to be devised 
by the subject. If no arrangement is forthcoming, another 
round of punishment for motivational purposes is required. 

The details of physically collecting the money and moni- 
toring prompt and full payments are fully discussed in the 
next chapter. The different styles of payment collection are 
covered, too, with the bottom line being that on the next visit 
made to the mark, he’s to have an initial payment to ensure 
that he’s making an honest attempt at compliance. Usually 
these payments are in the $250-to-$1,000 range, depending 
on the circumstances. At the same time he’s also to provide 
details of his payment plan or else have one imposed upon 
him. You go on to add how and when the next payment will 
be picked up. 

Frequently it will be presented like this: “Two weeks from 
today, you need to have $300 in your pocket and ready for my 
hand at all times. At some point soon thereafter, say within 
the next three to five days, I or an associate will contact or 
approach you for the payment. Offer no resistance and ask no 
questions; just pay the person who asks you for the money.” 
You also note that the pickup may occur at the mark’s home, 
place of employment, or some shopping mall. “Just have the 
money ready to hand over, got it?” 

Some marks will want to pay up immediately. But because 
they have been unwilling to seriously scrounge for cash, or 
because of their sheer mental density, they are unable to fig- 
ure out how to come up with the loot on their own. Your guid- 
ance and assistance in this matter will be greatly appreciated 
by all involved. Reflecting your initial evaluation and the 
potential for the debt’s actually being collected, you surely 
have already identified something or someone to draw upon 
as a source of payment. Show the fool how to get the money. 

Vocal opposition and threats of cops, courts, or beatings 
are all to be dealt with harshly. Plenty of details on how to 
deal with these chaps who try to threaten are offered in the 
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remaining chapters, but, basically, it’s like this. You aren’t 
there to ask for anything—you are there telling the mark how 
it is going to be. No excuses or resistance will be tolerated 
without further expense to the mark. 

Tell an extremely agitated debtor to go ahead and hit you, 
and remind him that he will be the one who winds up in jail 
and is sued for assault and compensatory damages. Note, 
too, that you’ll chew up and spit out what remains of his life— 
and that you are still going to be on him to pay up. It may take 
a few rounds of request, resistance, and punishment, but the 
added cost to the collector is minimal, especially when com- 
pared with those incurred by a mark under heavy assault 
from a determined debt collector. Who do you think usually 
wins this battle of attrition based on these rules? Yep, it's the 
debt collector. 

Finally, a few tips on wrapping up your first meeting with 
the subject. Get a firm commitment from any supposedly 
cooperative mark about what’s expected from him. I often 
repeat the pertinent details to a freshly confronted and 
stunned mark, who may botch the collection process because 
of his forgetting a significant detail involved in making that 
first payment. Once you establish position and control in your 
relationship with the mark, don’t give them up. Use them to 
your continued advantage until you have been fully paid. 

As a way of ending initial meetings, I often drop a line on 
the mark that payment of the debt will solve two huge prob- 
Jems for him. The first is the elimination of this particular debt 
albatross around his neck that surely has troubled him for far 
too long. The second is that his bad luck will greatly improve 
once I, the arbitration collector, am out of his life, guaranteed. 
Believe it or not, I have even had former marks of mine seek 
my assistance at a later date because they appreciated both 
my professional attitude and relative politeness—as long as 
they were cooperative. I doubt I would have gotten work from 
these folks if I’d mistreated them—and I may not have gotten 
the money from them on the initial collection, either. 
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Decisions and , 
Terms of Payment 


The concessions of the weak are the concessions of fear. 
—Edmund Burke (Speech) 


ESTABLISH DEBT AND 
LEVEL OF COOPERATION 


No vague statements from the 
debtor about his “trying to pay” are to 
be accepted. A specific commitment to 
what and exactly when you'll be paid is 
what you need. When confronted by a 
professional-looking collector or two, 
and having already been sufficiently 
pretreated, some debtors will seek 
mutually satisfactory terms almost 
immediately. The majority, however, 
will be unwilling or unable to agree to 
concrete terms on the spot. Some 
marks will even be disagreeable to the 
point of making threats against you. 

How to handle fully agreeable or 
completely uncooperative marks is cov- 
ered in the next two sections of this 
chapter. The focus here is on how to 
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bring initially argumentative or uncommitted but nonthreat- 
ening collection subjects to an understanding of why they 
need to, and will, cooperate with your requests. Some debtors 
will readily acknowledge that they owe the debt but will 
launch into a flurry of excuses about why they shouldn’t have 
to, or haven't been able to, pay. Other bums you confront will 
flatly deny the debt and become argumentative. Either way, 
any attempt at excessive verbiage or debate from the mark is 
to be squelched immediately. 

A shaking of the head in a negative, side-to-side manner, a 
waving of the hand, raised eyebrows, and appropriate facial 
expressions of disappointment and contempt for the mark will 
suffice. Cut off the debtor’s sorry excuses and protestations with 
a slightly raised voice and move directly to what the debtor 
intends to do to satisfy the debt. Point directly at him and remind 
him of the increased bad luck that surely awaits him in the very 
near future should he fail to come into line immediately. 

Offer a few details of some of the more painful misfor- 
tunes that may be visited upon him if he continues to resist 
paying. For ammo, suggest some of the most heinous tricks 
from your preselected and prioritized hit list previously com- 
piled with the debtor’s own personal weaknesses in mind. 
This will help to keep the mark calm while he deliberates his 
options and should figure favorably in his computations of 
the cost of paying up versus the ultimate cost of continued 
resistance. As always, if the mark makes it impossible to con- 
tinue the meeting or resists your efforts to the extreme, don’t 
fight it. End the meeting and immediately slap another round 
of grief on him before delivering another set of demands. 

Always turn the conversation around to how the debt will 
be satisfied, not whether it will be satisfied. Since we are still 
dealing here with a mark who’s on the fence concerning an 
agreement to pay up, it might help to remind him that, like it 
or not, it’s time to deal with it. If a guy wants to debate, tell 
him to call someone who's willing to listen, because you're 
not that person. “So let’s talk turkey here and now, or do I 
have to work harder, at your expense, to get you to pay me?” 
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Another way to put it to the mark is that he’s going to want 
to pay you eventually, if for no other reason than he’ll be sick 
of your continuous messing with his life. Then rattle off some 
of the tortures and torments that await him should he refuse 
to yield up the cash. Remember, if you push the right button 
by correctly identifying and threatening to bring to life his 
greatest fears in an effective and believable way, you'll almost 
always get the money. If the debt dodger can get money from 
anywhere at all, he should be sufficiently motivated to get it 
just to pay you to go away. It’s got little to do with his moral 
or legal obligations; it’s all about his own self-interest. 


PAYMENT OPTIONS FOR COOPERATIVE MARKS 


Most important, of course, is to get the mark to commit 
himself to some kind of payment during the initial presenta- 
tion of demands. Additionally, the debtor needs to have an 
understanding that a firm commitment to a payment plan is 
necessary if full payment isn’t to be made initially. If install- 
ment payments are preferred by the debtor, he is to be 
reminded of the cost of missing payments or having less than 
the agreed-upon amount at the time a payment is due. 

Some people are born hustlers and will need no help in 
identifying and drawing upon assets accessible to them. 
Others are less fortunate and will require assistance in figur- 
ing out how and where to get the money to satisfy the debt 
you’re seeking to collect. Theoretically, you only took on this 
collection because you were convinced that the bum had 
something of value, or access to it, so don’t take no for an 
answer—show him the way. 

Assist a cooperative but clueless mark in identifying the 
assets that he may be able to get. Advise him to sell the sec- 
ond car, riding mower, jewelry, guns, collectibles, or anything 
else that isn’t necessary. Have the mark get a loan from a 
finance company, relative, lover, loan shark, or pawnbroker. 
Whatever you initially identified as an asset and potential 
source of payment for the mark should be presented to him, 
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along with suggestions about how to get the job done. If he 
balks at liquidations or loans, then you really haven’t been 
effective in getting the guy’s attention. What else can I say? 
Get his attention or give it up. 

If the mark is sincere in his desire to pay up, then what’s 
left to determine is whether a lump-sum payment with possi- 
ble discount to the debtor is the choice, or whether the debt 
will be paid off in installments. Always, always, always go for 
the lump-sum payment if possible. This is by far a much more 
efficient and profitable way to end your relationship with the 
debtor, and it eliminates all potential problems that can come 
up from the guy on a payment plan. 

When the mark who wants to doesn’t have the ability to 
pay off the debt in full in a lump sum, a payment plan must 
be established and agreed to by all parties—and strictly 
adhered to thereafter. Most important are the payment 
amounts and the frequency with which those payments will 
be made. Obviously, you want to maximize the amount paid 
on each installment and minimize the time between pay- 
ments. Don’t force payment conditions that are impossible for 
a mark to comply with. When you are negotiating a payment 
schedule with the mark, be sure that he can meet it so as to 
avoid extra work for you by having to punish him for non- 
compliance. Also, you don’t want to scare him off of provid- 
ing a regular income for you. If payments are particularly 
small and drawn out because of the mark’s sorry situation in 
life, an extra “collection fee” might be tacked on; otherwise, 
the full amount owed with no discounts given will be expect- 
ed. The bottom line to all of this is to squeeze the mark for all 
you can, but don’t kill the goose that lays the golden eggs. 

A typical payment plan might include payments made 
weekly by a business owner or every two weeks if that’s the 
frequency of the mark’s paycheck. I don’t recommend that 
you allow much more than two weeks between payments. 
Marks will get emboldened and try to wriggle free or defy the 
collector as the earlier effects of fear wear off. These guys, of 
course, will require a round of reeducation and a return to 
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compliance and regular payments, so don’t give even a coop- 
erative mark too much slack. 

My final thought on the cooperative ones is to ride them hard 
but not so hard that you run them into the dirt. If unrealistic 
demands are placed on a mark, he may react out of fear and 
move far away or fight back by yelling to the cops loudly and 
pathetically enough for them to stick their nose in your business 
with him. The bottom line, as always, is to get the money. So 
don’t blow a sure payday by being overly demanding. 

Once you and the mark have worked out the amount due 
per installment and the frequency of payments, what remains 
is how the payments will be collected. Different methods of 
payment pickup give you the advantage of continued control 
over the process by avoiding predictability and easy observa- 
tion. This reduces the chances of police involvement and 
other forms of intervention on behalf of the mark. I use three 
different types of payment collection to achieve safe and rel- 
atively hassle-free pickups of payments. 

The first payment pickup method is the highly pre- 
dictable, but infrequently used, set place and time. I only use 
this for solid and predictable payers who are well beyond 
resistance, or as a decoy from which to move the mark to the 
real place where the payment will actually be collected. The 
use of this decoy method helps to ensure that a sting is avoid- 
ed and to keep the mark off balance. This is good advice for 
any collector; it adds to your unpredictability and is added 
proof of the uselessness of resistance by the mark. 

The next method of picking up the pesos is the “intercep- 
tion.” This works great if you suspect the bottomfeeder or the 
cops of trying to get a line on you and your activities. Say that 
you’ve struck a deal for twice-monthly payments with the 
bum. Inform him that in two weeks’ time during the three- to 
five-day period immediately thereafter, he is to have in his 
pocket and ready for pickup at all times the agreed-upon pay- 
ment. Instruct the mark that either you or a surrogate will 
intercept him unannounced during that time to collect the 
payment. Suggest that this might occur anywhere and at any- 
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time, so he should be ready for a quick and no-hassle hand- 
off of the money. 

The intercepted payment pickup is my preferred method 
of collecting payments. Using a variety of different faces and 
places to collect payments makes it challenging for anyone to 
make a case against you. If the mark actively resists actually 
making the payment or if he makes trouble for the one doing 
the pickup, another round of negative reinforcement should 
immediately be applied to the lying weasel. I usually choose 
neutral and unpredictable places for the retrieving of pay- 
ments, such as shopping center parking lots, the middle of 
traffic at a red light, and anywhere else that is unlikely to have 
witnesses friendly to the mark. Remember that you (or your 
surrogate collector) must keep your mouth completely shut 
during this process to avoid being tape recorded, except per- 
haps for a phrase like, “See you in a couple of weeks, right?” 
Have the mark acknowledge this, too, to reduce trouble two 
weeks later. 

A third and final category of payment collection uses 
“neutral” pay stations. A neutral pay station is offered to 
marks as a place to drop off payment at a prearranged time, 
with the impression given that the persons receiving the pay- 
ment are just hirelings who are completely ignorant of the ulti- 
mate collector's identity, except that they are being paid by an 
unidentified man to pick up the payment. Even though no 
apparent connection to the collector seems to exist, in fact, 
the “neutral” person is known to you as an honest, depend- 
able, and decently paid confederate who'll gladly play dumb 
should whining inquisitors come calling. Good candidates for 
neutral pay stations include people with jobs that offer public 
walkup contact, such as store clerks, gas station attendants, 
and bartenders. 

A final note on agreeable debtors who want to pay the 
creditor directly is in order. A very serious problem can be cre- 
ated if this is allowed. You might have trouble getting paid by 
a client who tries to welch on your cut as a result of a client- 
debtor settlement that attempts to freeze you out. This is best 
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avoided by informing the client from the get-go that this won’t 
be tolerated. I tell my clients of the real likelihood that once 
the collector is out of the scene, after his efforts have loosened 
the mark’s wallet, the debtor will go back into the clinch and 
blow off the client again. I also suggest to all new clients how 
I’d feel about being cheated out of my money and that my 
retaliation would rival or beat anything I’d normally do to the 
debtors I pursue under normal conditions. No creditor has 
ever tried to cheat me yet. They understand that if I’m suc- 
cessful at squeezing the money from the debtor, I can proba- 
bly beat it out of them. 


WHAT TO DO IF THE MARK RESISTS 
(RETREAT & RE-TREAT) 


If you try to do more than one collection in your lifetime, 
you'll have to deal with some type of seriously hard-headed 
debt resistor. Regardless of what type of resistance he offers or 
threatens, the same rules apply in concluding your first meet- 
ing with the guy so that he knows he won't get the last laugh. 
All physical and legal threats (and refusals to pay) by the 
mark are best handled by your reminding the debtor of what 
you want specifically in terms of dollars and then departing 
without fanfare. Others—the doubters, dummies, fools, and 
rascals—can be corralled with more ease, but they also offer 
their own unique problems that must be overcome before you 
can get paid. 

Most hard-core and determined debt payment avoiders 
are simply stubborn buggers who aren’t used to not getting 
their way or are too stupid to acknowledge the seriousness of 
their problem. These types of marks are plenty likely to back- 
slide too, because their disbelief of your threats and determi- 
nation often returns more rapidly. Regardless of the type of 
resistance to your demands, your response is always the 
same: “Hit ’em again, hit ’em again, harder, harder.” 

It took me quite a while to figure it out, but a lot of the 
people who initially defy the private collector’s demands sim- 
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ply aren’t tough or defiant; they’re just plain ignorant of the 
reality of just how ugly their circumstances are. Some of these 
people will endure tons of abuse and costs, pay you some 
money, and then backslide when you are fully aware that they 
have the cash available. Down to even the final payment, 
these characters will blow it because of their out-of-sight, out- 
of-mind way of dealing with life and their responsibilities. So 
many examples come to mind that I couldn’t even begin to 
tell you which one was the most incredible example of dou- 
ble-dumb defiance. 

Regardless of the cause, all resistance from the mark has 
to be crushed before you can expect to be paid. Increased 
pain and fear is a must. The type of resistance encountered 
will dictate what the appropriate response should be. With 
plenty of details on this coming up in the next chapter, I sim- 
ply will say for now that hard-core resistors deserve a harsh 
reaction and that those slow to realize their situation are 
allowed a little mercy initially in the course of waking them to 
the reality of their predicament. Learning how to take on 
those who initially balk at your requests—even after they've 
been pretreated—is the true art to be mastered by anyone 
desirous of a long-term career in collections. In the business 
world, the parallel skill is having the ability to “close” a sale, 
and often it’s the only difference between mediocre salespeo- 
ple and sales leaders. 

By progressing to midlevel pain infliction, but saving your 
worst tricks for later, you aim your next efforts at revisiting the 
resisting mark with another round of punishment to realign 
his intentions of paying his debt. No compassion or deals are 
on the table now; he blew that by trying you on. After deliv- 
ering more trouble and woes on the mark, and with a far less 
flexible attitude and set of demands now offered by you the 
collector, you'll soon know where you stand with the rat. 
Either he’s going to capitulate and seek mutually satisfactory 
terms, or he’ll remain resistant, and you know what that 
means—unleash the dogs on him! 
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DISENGAGING FROM THE MARK 
AND WRAPPING UP THE FIRST VISIT 


Before we end our discussion on this round with the debt 
dodger, here’s a quick review of what to do when disengaging 
from the mark and wrapping up the first visit. As with your 
approach, your departure needs to be made in a calm, 
smooth, and professional manner. Regardless of whether you 
are dealing with cooperative or troublesome marks, your exit 
is guided by basically the same rules. 

It is most important to remember, in each encounter you 
have with the guy, that until cooperation has been elicited 
and payments begin to flow unencumbered and free of has- 
sle, you clearly recap exactly what’s owed. I also mention a 
payment option that the mark is likely to come up with. To a 
noisy mark in total denial of any cooperative attempts at com- 
munication, I simply state, “Whatever, man. But like it or not, 
it’s like this. You owe my man four grand. You could’ve had a 
discount if you’d played ball with me, and one way or anoth- 
er you will pay me. So unless you cut a deal right now, I’m 
expecting twice-monthly payments from you of five hundred 
bucks per.” Let him yell about it, shrug, and walk away—he’s 
on notice, like it or not. 

End your first encounter the same way for both resistant 
and cooperative targets. Don’t piss them off needlessly and 
make it exceptionally personal. It will make it tougher for you 
to get the money if you do. If you do too big a psycho act on 
somebody, he’ll either lose respect for you when you mellow 
out or sic a cop on “that crazy bill collector.” It’s always calm 
and cool. 

Don’t be rude, but don’t be cordial either. Accept no hos- 
pitality and don’t become too relaxed or friendly toward the 
marks, even the cooperative ones. That will just fuel their 
desire to try skipping a payment or to show up short of the 
agreed amount. You hold the tactical advantage in terms of 
leverage and the moral high ground. The debtor knows that 
he’s in the wrong for welching on his financial obligation to 
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your client. So enjoy cool airs and let the mark do the 
sweatin’, no matter what. 

Because you possess the advantage of total surprise in 
your first encounter and conversation with the mark about his 
need to pay up, a witness or tape recorder should not be a 
problem for you. Only on subsequent visits is either of these 
going to be a threat for you to deal with. For now, you just 
want to leave the mark’s presence without his observing any- 
thing of real evidentiary value. This includes stuff like his not 
seeing license plate numbers traceable to you or your telling 
the mark how to contact you to arrange for payments and 
such. A car parked a couple of blocks away, public trans- 
portation, cabs, and getaway drivers cued by signal or pre- 
arranged time can be used to avoid trouble. Again, having a 
backup man standing nearby has the added advantage of 
reducing the likelihood that the mark will become overly 
aggressive or curious about your departure. 

I usually report back to my client after my initial meeting 
with the bum, if arrangements have been made to report it. If 
resistance has been offered, I explain it in detail to my client 
because it might offer useful information about the mark 
based on his initial reactions to being confronted. Through 
your mutual analysis of his words and actions, you and the 
client can frequently sort through his threats and claims, giv- 
ing you clearer insight as to what those words might really 
mean. Oftentimes blustering is just that. The better informed 
observer, frequently the client, may be able to see right 
through the credit crumb’s crapola and more accurately gauge 
the actual level of fear the mark is exhibiting and suffering 
from. The more you know, the easier the go. 
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Scenarios You’l] Encounter 
on the Second and 
Subsequent Visits 


Many may not love us, but all shall fear us. 
—Heinrich Himmler 


REAPING RICHES 
FROM THE RESIGNED 


Second visits are less stressful. You 
usually know whether the mark is likely 
to be cooperative or not and what the 
focus of your visit is: collection of funds 
or reinforced demands with a corre- 
sponding larger stick and smaller carrot 
approach. Cooperative marks require 
only a bit more comment. First off, 
always remember to take your half of all 
payments collected before or as you 
give the client his 50 percent. If you are 
collecting checks made out to the client, 
insist on escorting him to the bank 
immediately to cash and split every 
one. A claim of wanting to avoid any 
stop-payment orders to the bank the 
check is drawn on by the debtor is your 
diplomatic response to any client who 
hesitates to split the pot immediately. 
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The next thing to keep in mind with clean and seemingly 
easy collections is to keep them that way without any snags 
or setbacks. To do this, always maintain your position and 
dominance over all marks. Don’t get complacent, sloppy, or 
lazy. Too many hooked fish have wriggled off an overconfi- 
dent collector’s hook because he’s assumed that the game was 
pretty much over and that he’d already won because he’d col- 
lected a few payments. If you give those bums any slack at all 
you might well lose them completely, so maintain constant 
vigilance over them. 

Keep even the cooperative marks off balance and without 
any leverage against you that could later result in your having 
to back off. Always keep your identity secret. Don’t let even 
the most compliant mark get your real name, phone number, 
or license plate. Don’t give him a routine place where he 
might try to set you up to get you to utter illegal and threat- 
ening statements for a cop to hear or record—or worse, get 
jumped by his pals and be pounded to a pulp. You'll lose ’em 
quickly this way, so avoid it. 

Avoid other wriggling and waffling by always making clear 
exactly what is expected of the mark. Don’t let a debtor slip 
the noose by having a legitimate excuse for screwing up a 
payment due to your sloppy handling of the collection 
process. If the mark perceives any opening or weakness on 
your part he is likely to try and exploit it. You’d be amazed at 
how many once-cowed credit crumbs have turned into raging 
rhinos of resistance because they perceived even a slight drop 
in the collector’s level of vigilance. 

Only a few payers will ever give up looking for a loophole 
to leap through. Business owners, with vulnerable storefront 
locations and other easily accessible weaknesses, may realize 
that the cost of continued defiance is unrealistic and concede 
the loss without further resistance, especially if the debt is 
less than $6,000 or so. These guys badly want the collector 

out of their lives and see the cost of paying up as quite rea- 
sonable, considering the alternatives. There’s never going to 
be enough of these guys, though—trust me. 
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Constant vigilance is a must once a debtor has been put 
under the gun, so to speak, because in collections if you 
snooze you're very likely to get schmoozed. Always be ready 
to drop the hammer (figuratively speaking of course), if for no 
other reason than that a dragged-out collection process will 
cause the initial effects of the pain you wrought on the mark 
to diminish more and more as time goes by. Even if the bum 
has his next payment ready, he may have tired over time of 
giving his money to you and might try offering up some 
excuse for a late or short payment, just to see what it gets him. 

Unless the boy’s mama has just died, you need to immedi- 
ately revisit some serious bad luck on the hammerhead if any 
resistance at all is offered. If he’s short or claims to need “just a 
few more days,” take whatever money is offered at the time and 
give him three days to make up the balance. Depending on 
whether you think it appropriate or not, you may want to re- 
treat the would-be worm at some point during that three-day 
window of opportunity to remind him who he’s dealing with. If 
he doesn’t make good in a few days, return him to your retards 
and recidivists list and drop him into a school of piranha for a 
little reeducation via a feeding frenzy of attacks aimed at bring- 
ing your once-hooked flounder back on board. 


RETARDS AND RECIDIVISTS 


Only a bonehead would pay some, but not all, of the 
money agreed to and stick around to see what a serious debt 
collector will do. There are a lot of boneheads out there. Do 
enough collections and you'll run across them. The marks’ 
reasons for falling off the payment wagon after initially agree- 
ing to make good and actually making some payments vary 
from just plain dumb to simple disbelief that you won’t buy 
into their line of bull the way the rest of the world usually 
does. If the backsliding is reasonably legit, then you should 
only give minor punishment and advice on raising money. If 
you suspect otherwise, a serious reconditioning of retards’ 
awareness is in order. 
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Recidivists are those who after initially being brought into 
line to repay their debts go back to their original bad habit of 
nonpayment. If this happens, it is due to one of three reasons. 
The collector may have lost his position over the mark, per- 
haps by revealing his identity to the subject through laziness 
or sloppiness. Another reason for backsliding may be because 
the fear factor has lost its initial value: the mark stings less 
and less each day as he gets farther and farther away from the 
last round of punishment inflicted on him. The final reason 
for trying the collector on despite the reality of the situation is 
either based on pure stupidity or an unreal sense or hope that 
no harm will really be inflicted. 

In this business, the term retards refers to marks who for 
some reason, likely poor judgment, decide to defy the collec- 
tor for no good reason. They might be in complete fear of the 
collector and have absolutely no leverage against him, yet 
they still hope (and hope is all that it’s based on) that the debt 
collector will just magically go away. Again, this is based on 
such logic as “he’s probably bluffing,” or “maybe he’ll get tired 
of chasing me around,” or “it just ain’t fair, why is he picking 
on me?” Recidivists are often smart-assed rich boys or physi- 
cally big bully types, or some kind of people used to getting 
their way most of the time. Often it’s hard to pin down what it 
is exactly that gives the true fool the guts, backbone, or sheer 
nerve to attempt to defy the collector. 

Regardless of the reason, unless you have given away evi- 
dence of a serious criminal act that can be traced to you, no 
defiance from these bums is to be tolerated when it comes to 
your being paid in full and on time. These characters need to 
be shown that you aren’t bluffing. Reassert your position over 
them. Send in surrogates if you suspect that your identity is 
known to the mark, while you maintain an airtight alibi else- 
where. Reinstill fear in those individuals who come to disre- 
gard your threat value, for whom the pain has apparently 
receded enough that they dare to go back on your agreement. 
Reeducate these galley rats with some new and improved 
rounds of intensified grief. Consult your previously construct- 
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ed list of prioritized tricks and instruments of punishment for 
appropriate tactics, with a view toward raising the ante for 
these varmints. This will reassure ’em that any theory about 
your bluffing they may have concocted will not work. 

If you let defiant actions continue without serious and 
immediate retaliation, you will get more and more attempts to 
not pay. This also increases the chance that you'll eventually 
lose the fight. So, if you are serious about collecting your fee, 
you’re gonna have to crank up the pressure big time on the 
welch weasels. Take no crap from these people and put it to 
them in a very personalized and effective way. A lot of what 
you do at this point is based on exactly what kind of rela- 
tionship you’ve had with the once-turned, and now embold- 
ened, debtor. Hard cases get punished hard, whereas those 
more feeble-minded and easy to dominate might get dealt a 
slightly lesser punishment. An example of a world-class back- 
slider and how I worked him over in the course of several 
years is included at the end of this section. It is the ultimate 
example of how a combination of appropriate punishments 
and a constant vigilance over a mark can result in a lot of 
money for the collector without his having to break any major 
laws, or jaws. 

Remember that the debt dodger, pursued again, knows 
what you look like and that he may have a recording device 
ready in hopes that he can record something you say to him 
that might be criminal enough to gain some leverage against 
you. Don’t allow yourself to be compromised. I'll offer more 
details on this in the next section where operational security 
is stringently called for. (This is due to increased levels of 
resistance and the corresponding acts to be perpetrated by 
you.) Be mindful of everything else discussed up until now as 
well, like attitude, appearance, and maintenance of position 
in all manners of the collection process. 

Here’s how you go about dealing with a fool who tries you 
on after failing to make good on a scheduled payment. Hit the 
backsliding bum with another and harsher round of woes, and 
don’t be shy about nailing real boneheads with several differ- 


Scenarios You'll Encounter on the Second and Subsequent Visits 97 


ent painful reminders of who has the power in this particular 
relationship. After you have warmed his hide a bit, it’s time for 
another one on one—in a place and time of your choosing. 

Confront the mark and ask exactly what the program is 
going to be now: “Resumed payments on the debt you owe or 
increased collection actions taken against you?” This isn’t a 
direct threat to the ears of a jury, especially if said in a very even 
and calm tone of voice, as opposed to your shouting or growling 
it at the belligerent punk. If he doesn’t offer rapid plans for quick 
payment, you need to “offer assistance” (to the lad or lass in 
question), so that he or she can enjoy a life free from worry over 
poor judgment in slowing the payment of this particular debt. 

If the mark starts to raise a cloud of bullshit as a screen to 
avoid being pinned down on when and how much he intends 
to pay you, pour cold water on him and call a halt to it. 
Interrupt any attempted babblefest with something like, 
“Look, pal, it’s your time and your dime that we’re wasting 
here. The longer this debt goes unpaid, the more it will cost 
you, not me.” Again, don’t be specific about exactly what 
threats you are implying—the mark already knows. So, don’t 
wise a jury up by repeating what you should have told the 
mark on your initial face-to-face encounter. A sharp “Hey!” or 
“I suggest you listen up, right now,” along with a quickly point- 
ed finger or wave of the hand from side to side should serve to 
break your mark’s momentum for a moment. You then go on 
to note that “I’m only here to help you, pal; don’t you get it? 
Now what's it gonna be?” Or something of that nature. 

If verbally questioned or confronted by the mark, plead 
total ignorance of any specific acts that the mark refers to, 
such as those that you or your crew may have perpetrated 
against him—it might be a trap. But do remind the offender 
that you hope he comes to satisfactory terms concerning his 
debt. State that he needs to do so now, or you will be forced 
to report back to the client about the negative progress you 
have made. He should have a clue as to what this statement 
means; the pain train will be by again soon, making an obvi- 
ous stop in the middle of his life. 
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If the mark makes no immediate commitment to pay, 
including how and when it will occur, you should recommend 
to him that his best course might be to go to as many differ- 
ent sources as he can think of for financial help. Remind him 
to hustle friends, relatives, finance companies, pawnbrokers, 
or loan sharks or work the corners or whatever—just start get- 
ting busy raising some money and now. You should have a 
good idea of his assets, so remind him of those facts and sug- 
gest that he sell his extra car or liquidate some other asset. 

Should the mark continue to be uncooperative or if he 
launches into another round of excuses and threats, give the 
dirtbag a seriously dissatisfied look, a negative shake of the 
head, and a disinterested-looking shrug of the shoulders. 
Occasionally, I’ll throw in a very nonchalant “Whatever, 
man,” and be on my way without further comment than 
reminding him of the remaining balance. Be sure to be on 
guard for a physical attack from a pissed-off and frustrated 
mark. Prudence might dictate that you bring a backup man 
with you on this kind of visit if you feel it necessary. 

Many recidivists and retards can be brought back into line 
with this type of confrontation and immediate reaffliction of 
punishment and pain. The bottom line on these guys is to 
immediately increase the pressure on them as soon as they 
start to wriggle on you. The retards in this business often fall 
off the payment wagon, but are easily loaded back on board 
with proper management of them and their lives. Act immedi- 
ately if you suspect defiance and get the fear factor working 
for you again. Debt bums are quick to recognize weakness 
and laziness on your part, so stay on them and ride ’em like 
a pony until you break them of their bad habits. 

A lot of debt collectors will blow it when confronted by the 
kind of knuckleheads just described and will overreact out of 
frustration by resorting to violence or other blatantly illegal 
tactics to try and hurry the collection process along. Subduing 
the prey with subtleties is the best course to take, however. 
Small and continuous nuisance hits reduce the possibility of 
police curiosity in your efforts and are just as effective, if not 
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more so, on some individuals. These smaller but effective 
tricks (e.g., slashed tires, broken windows, condoms on a 
married welcher’s car seat) work for the same reason that the 
old Chinese water torture is effective. It’s based on the princi- 
ple that regardless of how many small but annoying hits to 
the mark’s psyche it takes, eventually one will provoke some 
new type of reaction from him. The mark may go nuts and act 
in a particularly agitated fashion aimed at stopping your 
efforts, such as tape recorders, wires, cops, or guns, SO be 
observant and cautious and don’t forget to use surrogates in 
your efforts, too. More likely, however, is that one of those 
straws you've been piling on is going to break the credit 
camel’s back and return him to humping home the cash on 
schedule, as agreed previously. 

Constant and imminent danger, if effective and believable, 
is a strong motivator, one that is hard to ignore, and lets the 
mark know who’s boss. Even just a ratty-looking street surro- 
gate paid simply to walk past the mark in a public place and 
say something like, “Don’t forget to pay the man when he 
comes calling,” is very effective in grinding down resistance. 
The mark may be tough in a fistfight, gunfight, or courtroom 
catfight. But, like the rocks below a waterfall worn smooth 
one drop at a time, his resistance will eventually be worn 
down, too, with additional and constant friction. 

It’s mighty distracting to have a burr under your saddle all 
the time. That’s the purpose of daily monitoring and 
reminders about the mark’s debt, and the need for his pronto 
payment and adherence to the rules as outlined by you. Lots 
of marks don’t really need this type of supervision, but unex- 
pected reminders will keep cooperative debtors rattled and 
aware of having to stay in complete compliance with the 
agreed terms. The only deal I’ll ever cut with a reined-in but 
would-be recidivist is that I'll back my “things-to-do-today 
crew” off of his neck a bit—if, and only if, he ends the trouble- 
making and ceases any further attempts at chiseling on his 
payments. 

I promised earlier to recall the tale of the world’s worst 
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backslider and how to cope with this kind of dope, so here it 
is. ] once owned a wholesale gourmet food business, and one 
of our customers was constantly stiffing us. After awhile, a 
clear pattern developed. He was a b.s.-slinging businessman 
who was great at sales but lousy at running a business. The 
guy could juggle his bills, creditors, and suppliers like you 
can’t imagine, and he tried to do the same with me. 

Never wanting to kill the goose that lays golden eggs, I 
counterthrusted with this fella for years, selling him products 
and milking him for plenty of extra bucks along the way. His 
modus operandi included the usual routine of begging for 
fresh products and some slack on payment, while offering the 
incentive of a good-sized order as his stick to induce me to 
give him a break on the money end of the deal. The guy did 
move a lot of product, and I did want his business. After 
awhile, I got the guy into a place that I was comfortable with 
and that he seemed to accept. Every couple of days I would 
force a check out him. I knew that it would bounce, so | 
would promptly deposit the check into my account. My agree- 
ment with the mark was that I was to add a twenty dollar non- 
sufficient funds check fine for each infraction. That provided 
me with quite a bit of extra income over several years. 

All other infractions, such as picking up products on the 
promise to pay the next day and then stiffing my employee 
whom he’d given his word to, were immediately visited back 
upon the boy wonder in spades. I interfered relentlessly with 
this guy’s business and personal life, in more ways than I can 
count, and still he came back for more. We were the only 
people who would supply him adequately, and even though I 
bounced him off a company van several times on one occa- 
sion (gimme a break, I was young), he was always game for 
doing more business with me. My hole card on this guy was 
his bookkeeper, who got stiffed by her boss almost as fre- 
quently as I did, and so provided me with knowledge of exact- 
ly when to hit him up for real cash money. 

The knowledge I already had on this guy was tremendous. 
With the bookkeeper’s insider information, I had him like a 
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deer caught in a car’s headlights. I always knew where he was 
whenever I wanted to, and I used this info ruthlessly. The poor 
guy couldn’t shake me and my reach. His business was inter- 
rupted with damaged delivery vehicles, lost customers and 
accounts, and frozen locks on his home, car, and business loca- 
tion doors. His property and product were often stolen, and 
vital equipment mysteriously turned up missing or disabled. 

This mark demonstrates just how knotheaded some peo- 
ple can be. He always knew that any divergence from our 
arrangement would earn him a quick retaliatory strike, but he 
persisted in screwing up. I would catch him in the middle of 
a delivery route that he already was behind on due to frozen 
locks on his warehouse doors that morning (thanks to me), 
and then Id take his van’s distributor cap. Desperate to catch 
up on his deliveries to demanding customers, he’d agree to 
pay off some of his bill right there on the spot, with real 
money even, in exchange for the distributor cap! Only when 
this chap was physically halted from continuing with his busi- 
ness would he acknowledge the extent of his problem and 
produce a payment. This went on for years and cost him thou- 
sands of extra dollars. 

No amount of pain was too great or indignity bad enough 
to cause our man to change his way of doing business. After 
awhile, I came to accept that this was the way things were 
and settled for the extra $40 to $60 a week I made off him. I 
finally realized that his biggest problem was that he was eter- 
nally hopeful and believed that his future was pure gold, 
despite the facts. 

Zero tolerance is the key to being an effective private debt 
collector. Don’t accept what looks like a dead end as the end 
of the road. Turn up the heat until you get the money. If you 
encounter excessive backsliding from your marks, you really 
need to reexamine your tactics. Be honest with yourself and 
I’m sure that you'll find that you or your tactics are falling 
short of what’s necessary to be successful at this game. 

If your presentation and persistence are lacking, the 
results will be less than exceptional as well. Figure out what 
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you are doing wrong and make the necessary corrections that 
will result in success. Reattack the resistant rat with your 
reconfigured action plan and note the changes. Eventually 
you will gain the experience to make corrections early on and 
in midstream, as soon as you recognize a problem that invites 
decisive adjustment by you. 


REACTIONS TO HARD-CORE RESISTORS 


Not surprisingly, some of the debt-dodging bums you pur- 
sue will have the gall to think that you are the offender or that 
they just plain don’t have to pay up regardless of their oblig- 
ation. The mark may tell you to screw off, that he’s gonna kick 
your narrow ass like its never been kicked before, or that he’ll 
see you in court. Fine, but that’s not your game. The collec- 
tor’s angle is to stay below radar, get under the bum’s saddle, 
and dig in until the mark is the one who gets bucked. With 
these bunker rats, I suggest allowing them absolutely no rest 
until they are brought to bay and made to pay. 

Often the subject has the assets or knows how to get them 
but has decided not to pay the debt because he totally believes 
that he’ll get away with it. Knotheads who flatly refuse to 
cough up any money at all, even after a generous round of pre- 
treatment, need another and more severe round of bad news 
delivered to them. I know that this has been said several times, 
but I’d like to reiterate: Only when the continued cost of resis- 
tance and nonpayment is made highly apparent, costly, and 
unavoidable will the uncooperative mark consider suing for 
peace by finally paying up what’s owed. This can take awhile, 
but stay the course and be more determined and effective than 
your opposition and eventually, you’ll beat the bum. 

The more specific the grief delivered, the better; but any- 
thing that helps crank up the pressure on a resister is good. In 
this game you often don’t possess a knockout punch, but if 
you keep hammering away, it’s very likely that you'll drop 
most chumps, given time. It’s just a matter of staying on your 
feet longer than the mark— after all, he’s the one who's tak- 
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ing all of the hits, you’re just dishing them out. Repeat the 
punishment-and-request cycle again and again until the mark 
starts to cough up the cash. 

Don’t be predictable with who, how, and when the subject 
is approached. Avoid your own entrapment by juggling your 
faces and places. Remember, finesse is the key to this game, 
so don’t go overboard just because some jerk tells you to go 
screw. No arrests or lawsuits, right? No matter what, don’t get 
rattled and blow a profitable collection when you are on the 
verge of winning. 

I always assume that any and all phone calls to the mark 
will be tape-recorded and that follow-up face-to-face conver- 
sations with the subject might be overheard or recorded as 
well. Besides the use of strange faces as surrogate message 
deliverers, another sly method for conveyance of information 
to a mark without producing or leaving behind any usable 
evidence is through the use of message bits written on blank 
3x5-inch cards. These handy little cards work great when 
used as I’m about to describe. 

All “heavy” or threatening statements that you desire to 
convey to the mark are broken down into nonincriminating 
groups of words and placed on 3x5 cards, with no group being 
threatening in and of itself. Shown one card at a time and in 
sequence, you can deliver unlimited information without pro- 
viding hard proof of your intentions, only the appearance of 
something fishy, perhaps, and that’s not a crime. If a card or 
two or even the whole pack is somehow gotten away from 
you, the cards can be shuffled around, and with decoy cards 
mixed in, it will further cloud just exactly what you were 
doing. I’ve included a brief example of how this is done. 

Restrained but unrelenting torment is what you need to 
inflict for hard-core resistors to give in to your demands. 
Continue to ratchet up the pressure on anything, and some- 
thing eventually will give. Up the ante, and see just how much 
fight Mr. Screw You really has. Frequently these bums are as 
poker-faced as you should hope to be during your in-person 
confrontations with them, but in fact they’re actually about to 
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give—only you don’t know it. You'll only figure that out for 
sure after they surrender, but take my word for it and stay on 
’em; they might well be ready to pop even though they don’t 
show any outward signs of it. 

Experience will be your best guide, of course, but maybe 
it’s time to invest a few bucks in this project and arrange for a 
little something extra, such as a collection of pictures starring 
the mark and a planted honey for his wife’s perusal or what- 
ever is specifically appropriate for each individual debtor. No 
crime is going to be prosecuted from the occasional (and 
always different) voice that calls the bum up at his job site 
and tells him something innocuous such as, “You really need 
to take care of your responsibilities, Mr. Screw You.” No direct 
threats should be uttered in this type of “reminder” call, just 
bland and unspecified but frequent reminders—the mark will 
know what it means and what you want from him. A dollar to 
any street shuffler or bum du jour, a cue from you, and a pay 
phone will get this job done. 

As soon as most marks realize that the debt collector pur- 
suing them will seemingly do almost anything to get what he’s 
after, they'll usually seek a cease-fire and negotiate, albeit 
grudgingly. Sometimes the motivating fear that gets the mark 
to fall into line comes from some very surprising sources. I’ve 
crawled all over guys and had zero success for my efforts until 
I trashed the guy’s old lady’s car or disrupted her business just 
a teeny bit. Man, oh, man, talk about a secret weapon! If 
Johnny Judgment Jumper has a good thing going with his 
woman, her wrath and demand that he “do something about 
that rat bastard bill collector, or else I’m gonna...” isa 
mega-weapon to have on your side. Leverage is a strange 
thing: it indirectly gives a person far greater power than could 
ever be mustered directly. Employ leverage everywhere and 
anywhere that you can, and let physics, and in some cases 
chemistry, do your work for you. 

The mark is trying to earn a living, have a life, and maybe 
get some sleep. Your only job—24 hours a day, 7 days a week, 
365 days a year—is to hound the clown into the ground, so 
stick with it... he has got to pop! 
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Rats will be rats, so bait a trap and feel good when it snaps 
shut. Obstacles are just that—they are not impenetrable. Hard 
cases deserve no quarter. (In fact, they fire me up. I take it as 
a personal challenge.) Remember that “where there’s a will, 
there’s a way,” and in most cases it’s true. What follows is an 
example of how far you might have to go to accomplish your 
mission and of the rewards for staying the course. 

I mentioned early on that if you could induce recruitment 
of previously uninterested parties to your cause, you would 
increase your chances of collecting from an otherwise unre- 
lenting debtor. This story illustrates how two different outside 
parties once helped my efforts to get the money. In this partic- 
ular case, I had come up dry on a $5,000 collection I was pur- 
suing, and I knew that drastic measures were called for if I was 
going to get paid. Fortunately for me, I’d already been cultivat- 
ing new friends and allies just in case—and you should, too. 

The local cops were already on the job when I came along, 
and in my observations of the bum’s residence I’d seen lots of 
obvious comings and goings and figured that dope was being 
sold out of the house. Later, I happened to find out that actu- 
ally they were thieves and fences (guess I shouldn’t be so judg- 
mental). The bottom line for me, of course, was that I knew I 
could count on the cops to provide “intervention” services 
with pleasure; it was obvious that they relished every oppor- 
tunity offered to visit and snoop. They probably appreciated 
the calls about domestic violence, loud parties, and suspicious 
activities generously provided by cooperative neighbors I’d 
gone to and encouraged. Those anonymous calls made from 
nearby phone booths added up, too, after awhile. 

My preliminary skulkings of this rats’ pad had brought me to 
the rear of the house on my very first visit to case them out. Two 
pit bulls had greeted me with barking and much agitation, so I 
vamoosed pronto, but plotted from the start to work those dogs. 
This was partly because I like the challenge of winning dogs over 
and partly from experience that tells me friendly dogs are always 
better to be around than pissed-off and territorial pooches. 

Members of the bunch inside the house were awake at all 
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hours of the night and always looking out of the windows. 
They were, however, too lazy to actually go outside and check 
on what might be making the dogs bark. It was obvious they 
weren't dog lovers either, as the dogs were always left out in 
the rain without shelter and in general were poorly cared for. 

Every time I went to the residence to do a little bit of sur- 
veillance and intelligence gathering, I attempted to approach 
the dogs and win them over with different kinds of treats and 
kind words. Initially, their reaction was to bark, and I was 
forced to beat several hasty retreats. Eventually, however, the 
love- and treat-starved dogs were reduced to low growls and, 
finally, silence and wagging tails. Befriending the pit bulls 
paid off for me big-time. As it turned out, the hard cases inside 
the house had resisted my first few attempts at getting them 
to pay up. So, with my bag of low-level tricks depleted, I had 
devised a two-pronged attack that featured the cops and the 
debtor’s own pit bulls as my newly recruited crew of helpers. 

I knew that the marks’ landlord preferred that they’d all 
be arrested, killed, or otherwise gotten rid of. She was in fear 
of them and also afraid that if she evicted them they would 
trash the place and leave it unrentable. I took a chance and 
called a couple of robbery/narcotics detectives I figured would 
be interested in a free look at what was actually going on 
inside Chez Rat. I told them that I was the owner of the 
house, that I suspected my renters had skipped out, and that 
transients or who knows what might now be using the place. 
I said that my fear of what I might find upon entry had 
prompted me to call them and then asked if they were inter- 
ested in taking a look around the place when I was to meet a 
locksmith the next day at two o’clock and enter the house, 
because the tenants had apparently changed the locks. 

The detectives went for it, hot to get a quasi-legal peek at 
the scumbags’ abode. They never even asked for any paper- 
work or proof of ownership from me; they just wanted to get 
a look inside. I knew the place was deserted during daylight 
hours, so we popped the lock and went on in. The cops imme- 
diately pointed out that people were still obviously living 
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there; nothing at all had been moved out, of course. They 
cared little that things didn’t quite add up, though, and 
promptly helped themselves posthaste to lots of serial num- 
bers, the answering machine, and its tape full of suspicious 
messages from the town’s network of thieves. 

The police knew they’d been had somehow by the time 
they were leaving, but they didn’t inquire and I didn’t offer; a 
real fair trade was the way they saw it, too. I asked for sever- 
al of their business cards, which they offered with a real curi- 
ous look on their faces, but, again, no questions, probably in 
the hope of further “help” from me in the future. After the 
cops left, I put a card on a bedroom pillow, the coffee table, 
and on the inside of the front door’s eye-high glass window for 
the tenants to find immediately upon their arrival home that 
night. Technically, what I did was to concoct and conduct a 
conspiracy to break and enter—involving the police officers 
and the unwitting locksmith as my accomplices. Only after 
much experience should you even dare to pull off a stunt like 
this, but it is a fine example of how to use folks not normally 
recruitable to your cause. 

Later, around 3 a.M., and in a driving rain, I skulked to the 
rear of the house. My two little pals came right over to me, 
tails wagging. “Hi, buddies, did daddy leave his good dogs out 
in the rain again? That meanie, but me’s loves the dogs, 
huh?”—as I tossed cheeseburgers at them like I was riding on 
a Mardi Gras float—and then it was time for the big test. Pit 
bulls, I knew, are a lot like most other dogs, the main differ- 
ence being tenacity and effectiveness in battle. They are with- 
out a doubt badasses in combat, but like other dogs they love 
attention, affection, and kind words. It was only a matter of 
time, the right bribes (“I’d like 20 Mickey D’s cheese b's, 
please—yes ma’am, I said 20”), and plenty of get-acquainted 
sessions before they liked me. 

I knew (that is, I hoped) that if they’d let me get a whole 
leg inside their backyard enclosure without clear threats or 
attempted bites, I might just get away with moving cautious- 
ly about the yard—as long as I continued the shower of treats 


Scenarios You'll Encounter on the Second and Subsequent Visits 109 


and sweetly whispered doggy nothings. The pounding rain 
covered up the little noise I made, and it provided me with the 
ability to offer further proof of my ability to come and go as I 
pleased in the marks’ lives. I left a deep bootprint directly 
below the head rat’s bedroom window and promptly exited 
the yard with lots of praise and thanks for my two flea-bitten 
little accomplices. I then immediately hustled to the nearest 
phone booth. 

Calling the scumbums up, I told them to look outside of 
Big Rat’s bedroom window at the fresh footprint still filling 
with rain water, for proof of my most recent visit, right there 
under his crew’s and his dogs’ noses. I added to that a little 
allusion to the visit I’d engineered to their home earlier by the 
officers Very and Friendly, and the final threat that I offered 
up. “If you ****s don’t pay me $500 within 24 hours, I’ll call 
the cops and tell them where to look for the heroin and 
cocaine I just planted on your property and vehicles.” I want- 
ed the rest of what was owed within 10 days or, again, the 
dime would get dropped, and the cops would be right over to 
find the evidence and arrest their mangy asses. I hadn’t actu- 
ally planted anything, but I would have, and he knew it. He 
paid me in total in just five days. Push the right buttons and 
you can get anybody to pay up, I’m convinced of it. 
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You got to know when to hold ‘em, know when to fold them. 
—Kenny Rogers (Song, “The Gambler”) 


Don’t be intimidated by a mark’s 
initial refusals to pay. He’s used to not 
paying and getting away with it. Until 
now, the cost of avoidance has always 
been cheaper than the cost of paying 
the debt, so, of course, he’s feeling 
bold. If you keep increasing the cost of 
nonpayment, eventually, trust me, the 
mark is going to want to cut a deal. 
Your success is ultimately going to 
depend on a number of factors, such as 
how smart you are, how bold you are, 
and how hard working and determined 
you are. If your presentation has been 
credible, your requests are within the 
mark’s ability to fulfill, and you’ve 
struck at the mark effectively, his resis- 
tance will crumble and he’ll pay. 

Of the few holdouts still remaining 
after you’ve perpetrated a dozen or so 
painful acts on them, most are on the 
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verge of collapse, so press on. Use your most heinous and harsh- 
est tricks to finish off any remaining resisters. Be extremely cau- 
tious, however; radical actions can bring unwanted attention 
from the law if performed poorly or sloppily. 

You don’t have to pull off a killer punch; a constant bar- 
tage of small hits can do wonders at liberating the cash from a 
tight-fisted debt dodger. Threatening a bum’s love life or fami- 
ly life can be a great attention getter. Reputations and income 
are strong motivators, too. But I assume that you either 
haven’t attacked the correct combination of these for the 
appropriate duration or a flaw in your methods is hampering 
your efforts. Another reason could be that you are up against 
a total hardass who doesn’t care about anyone but himself, 
and everyone else and their opinions of him be damned. 

Fight fire with fire and keep upping the ante on any 
remaining holdouts. After all, you get to peek at his cards— 
and he doesn’t even know how many you are holding. Plus 
there’s the fact that you have a couple of aces in the hole still 
to lay on the mark. Using 3x5 cards (as explained earlier) to 
convey your message, or from the lips of a very reliable sur- 
rogate in a very private and unexpected place, you can con- 
vey the following type of message (see the following page). 

Depending on the mark and his lifestyle, planting hot guns on 
his property or in his vehicle and then threatening to call, or actu- 
ally calling, the cops to report that the mark is in possession of 
them may be appropriate. Ex-felons and active criminals don’t 
need this kind of problem. The same thing holds true for stolen 
goods, kiddie porn, and other illicit goods or contraband. 
Remember to plant things that plausibly might be found on that 
particular type of person or their property. I wouldn’t recommend 
stashing smack on a nun, but a nun probably wouldn’t stand your 
client up for any money in the first place, now would she? 

Never forget that the marks you pursue are not pure of 
heart, free of sin, or without fault in bringing about these very 
harsh and (usually) final measures upon themselves. Don’t 
get caught up in a lot of guilt trips about setting bums up. 
Remember, too, that you might not get paid if the mark gets 
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hauled away on too stiff a charge, so, again, finesse is the key, 
even when using the most extreme measures to get the dough. 
If you stash the appropriate type of contraband in small 
quantities on the mark’s property and then tell him where to 
find it to prove your ability to strike at him, he’s just about 
forced to pay up at that point. Another similar strike involves 
stashing stuff stolen from the mark’s place of employment in 
his car or garage; you then can anonymously alert the guy, his 
boss, or the cops about the cache according to your needs. 

Let’s quickly discuss the subject of getting paid, acceptable 
ways to get paid, and things to avoid in an attempt to get paid. 
Always try to get paid in cash. Cash is king because it offers 
fewer hassles. Neither the mark nor the client can try to jerk the 
collector around when check-cashing time comes, and obvious- 
ly cash is much cleaner for tax and evidence exposure problems. 

Sometimes taking a check and even giving a receipt are 
necessary. The mark may need proof for tax purposes or to 
prove to in-laws or whomever that a debt was actually paid 
with the money he borrowed. I usually affix an annotation on 
checks with something like “Arbitration settlement—for fees 
and services.” “Consulting fees” or “for counseling services” 
have merit on some occasions, too. If you do take a check or 
issue any kind of receipt, be absolutely sure to declare it on 
your income taxes to avoid the client’s or the mark’s dropping 
the dime on you to the IRS. Never give your real name to the 
mark, not even at payment time. Get checks written out to 
“cash,” the client, or others whose honesty and discretion you 
trust and give them a few bucks to cash the checks for you. 
Be sure to cover their tax burden if there is one. 

Get paid in cash or something damn close to it. In the past, 
I received nearly everything imaginable, or had it offered to me, 
to pay off a debt. It’s awfully tempting to take something of value 
that with a little hustling can be converted into cash, especially 
if the mark is perennially cash poor. Easily convertible goods 
used to be good enough for me in my youth, but nowadays I’m 
not into this additional step to getting paid. I don’t want to sell 
used cars or crack; let the mark sell it and give you the money. 
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The bottom line on being successful at anything is to 
never give up hope and never give up. What follows is an 
excellent example of how knowing a mark inside and out can 
provide an opportunity to collect on the ultimate deadbeat. 
This is the story of the successful conclusion to a collection 
eight years in the making. The debt originally resulted from a 
drug mover who had borrowed money from a loan shark I 
know well. The trafficker then lost his stash before he could 
sell it and satisfy his debt to the shark. 

The bum was a musician, who for the next eight years had 
diddly for cash on hand. He lived with girlfriends until they 
kicked him out and lost jobs before he had a dollar for me to 
snatch. For eight years he was a total zero. Two things gave 
me encouragement, however. The first was that I always had 
knowledge of his activities from a large group of contacts who 
knew the mark, and the second was that the guy had unlim- 
ited charisma, which always left open the possibility that he 
might again come into some dough. (Always keep track of any 
bums with potential, you never know when they'll be back in 
the chips and able to pay off a debt.) 

My opportunity to strike presented itself when I caught 
wind of news that the moldy mark was being used as a front 
man for some other high rollers. I checked it out, but found 
that he was still cash poor. I went to his handlers, the real 
money behind the deal, and explained the mark’s debt in 
detail. It couldn’t have gone better: the eventual payer was 
seeking further leverage over the debtor to improve his posi- 
tion in their ongoing business relationship, and the guy paid 
me in full, without negotiation, for the debtor's marker. 
Knowledge IS power, and sometimes a business associate, 
relative, or in-law will pay off the debt and acquire the bum’s 
marker, looking to gain some kind of advantage over him. 


GETTING OUT—CLEAN AND PAID 
OR DIRTY AND UNSATISFIED 


Eventually, after varying amounts of thrusting and parry- 
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ing, you reach a point where your collection efforts have come 
to a conclusion, at least for the moment. Either you have been 
successful in collecting on all or most of the monies sought, 
or you have collected little or nothing. Congratulations and 
financial rewards go to those who have been successful in 
their efforts. If you have been unsuccessful and you know the 
mark has access to assets, a full review of your tactics, tech- 
niques, and delivery is in order. Regroup and reattack until 
victory is achieved and you get that money! If you’re satisfied 
that the bum just doesn’t have squat to pay you with, at least 
keep track of him for future collection possibilities. As just 
described, I collected in full on a debt that had seasoned for 
more than eight years by keeping close tabs on a mark. 

An unsuccessful collection usually results for one of the 
following reasons: 
1. The first reason has been pretty well covered: slop- 
py homework and unprofessional conduct. Correct 
these problems or face a lot of frustration and fail- 
ure in collections, and in most well-paying jobs. The 
collector must be professional in all phases of the 
collection process. 
The terms of payment have truly been too steep for 
the mark to muster. If you think this is legit, consid- 
er reducing the payment amount expected at each 
scheduled payment. Remember, however, if the guy 
says he can’t pay anything, stick it to him again; 
he’s just trying to blow you off, and that’s totally 
unacceptable. 
The spouse or significant other might be balking at 
any or continued payments. You may have to help 
with a script for the mark to explain to his or her sig- 
nificant other about how the cost of payment might 
actually be less than the cost of continued resis- 
tance. Personal politics has interrupted many col- 
lections I’ve been involved with. Now you see 
where the “arbitrator” part comes from. 
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4. The mark has completely exhausted all his major 
assets and has been cut off from access to anyone 
else’s. Of course, this should be determined by you 
and not the mark. A reminder should be offered, 
should this be the case, that the local pawnshop is 
interested in electronics, tools, guns, and jewelry. 
Don’t take no for an answer from any mark who has 
a house full of consumer goods. Show him the 
way—to the hock shop, that is. 


Go all out before giving up. You’ve come a long way, and the 
mark has got to be rattled and willing to pay something to get 
you off his back if you’ve done your job fairly well. Keep on ham- 
mering away at the mark and don’t give up until you are totally 
satisfied that you have done everything in your power to pry 
those bucks loose. It’s true that you can’t squeeze blood from a 
turnip, but you can sell one or cook one—and maybe even get 
paid to do it. So, stay alert for any and all possible ways to col- 
lect before throwing in the towel on any collection. 


SOME FINAL THOUGHTS 


You can’t crack every nut. Sure, there’s a hammer big 
enough to smash them, but smashin’ nuts for your cash will 
only bring you trouble. Besides, it’s not likely that you'll get 
much money from a smashed nut. It’s all about finesse, chip- 
ping, and prying, but nobody wins all of the time, and some- 
times you'll walk away without collecting a cent. A mark can 
move far away, never to return, or become a bum who sleeps 
under a freeway overpass the rest of his life with no possibil- 
ity of ever paying up. There are a few further options to 
explore, however, that may serve to recoup a few dollars 
against all of your time and efforts if you’re considering aban- 
doning a collection attempt. 

The first fallback position against someone you suspect of 
having assets but are unable to crack is to cut a deal with him to 
end your campaign of grief against him. Let’s say that the guy 
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doesn’t leave home to go to work and lives on an isolated and 
well-guarded piece of property to which you have little or no 
access. It’s tough to get at the guy, and you’ve tried plenty of 
tricks and done everything else you can think of. It’s probably a 
weak hand to play with a guy like this, but offer a permanent end 
to your actions against him based on a one-time cash payment 
at a rate substantially below that sought until now. You might 
stand a chance if the offer is presented appropriately. Obviously, 
the mark will see that you are about to give up, or so it appears, 
but continue to deliver whatever level of pressure you can per- 
petrate effectively, and you might be surprised to find the mark 
moving to cut a deal at the now much-reduced rate. You and 
your client need to be alert to grab whatever is possible before 
throwing in the towel. If you are convinced that a much-dis- 
counted offer is the only deal possible, convince the client to 
take the money. After all, what do you care? Your priority should 
be getting paid something, and not getting totally stiffed yourself, 
after investing so much time and effort. If you only nab $2,500 
of a $15,000 collection, so what? It’s better than everybody else 
involved got, and $1,250 (your half of the take) is a lot better 
than striking out totally. 

Stay flexible and know when to say yes to something of 
value. I have a rule that I live by: Always take all monies 
offered when they are offered. You can always go back for 
more money later if it isn’t enough, but by all means, never 
refuse to take money that is being offered, especially if it is 
being waved in your face. I can’t count how many times in my 
youth I turned down some less than acceptable amount of 
cash with a stupid statement like, “I don’t want anything from 
you, punk, if you don’t have all of it.” Take the money, and 
then tell him to go and get some more. 

I once had a client who wound up being a bigger jerk and 
whiner than the pursued mark was. The mark offered me a 
one-time $1,500 cash payment on an outstanding debt of 
$5,000, saying that it was all that he could raise. The mark 
was moving across country in about a month and potentially 
could have held out against my attacks for that long without 


Hard-Core Collections 


paying up. He just didn’t want added headaches while 
attempting to get moved out properly. I didn’t want to let him 
get away without my being paid something, and I was fairly 
well convinced that the mark was unlikely to make a better 
offer, so I advised my client to take the money. 

The client, as usual, was rigid, rude, and unrealistic in his 
expectations, refusing to consider anything less than the full 
amount owed him. Although not recommended for a lot of 
reasons, such as reputation and longevity in the collections 
game, I have to admit to having been a bad, but very flexible 
and ultimately a fairly well-paid, boy in this particular case. I 
told the mark to get the $1,500 together, and then I strung 
both him and the client along until close to the very end. I’d 
hoped to make $2,500, my half of the five grand, so I wasn’t 
too displeased to net $1,500. I told the bonehead of a client 
about the mark’s slipping through my fingers without so much 
as a nickel being collected, and I offered him nothing more 
than my insincere apologies. 

Another option for frustrated debt collectors is to get paid 
by the client to inflict extremely harsh punitive damages 
against a totally unrelenting mark. Depending on the circum- 
stances, you, an associate, or perhaps a paid surrogate (trans- 
lates to big, smelly street rat) can deliver the news. Violent, 
bar-fighting petty criminals are available for hire virtually 
everywhere. Be sure to have a tight alibi and to not leave any 
trail between you and the perpetrator if you take this route— 
it could end your collections career. A reversed knee is a lot 
less evidence than a black and blue face is, and way more 
effective; just thought you’d like to know. 

A final example for making a collection is outlined here in 
a little tale of how a bunch of frustrated collection guys got 
some relief. Once upon a time, some other “professionals” 
and I were crossing the Arizona desert, headed for Los 
Angeles to take care of our own various business interests. 
We happened to be traveling together because we were riding 
motorcycles. During a cig-and-swig break, it came out that 
everyone in the group was owed money by certain 
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Angelenos—amazing, since none of us had ever lived there. 
The real problem, as it turned out, was politics. Everybody’s 
bum was a relative or friend of a friend. Kicking ass was a 
poor option because explanations to people we cared about 
might fall short, and we’d be the ones who looked bad for 
doing it. By trading our debts, however, we figured out how to 
deploy a new kind of weapon against the rats. 

Here’s how it worked. I visited my own albatross and, as I 
had before, pleaded my case for payment to the spineless dish- 
mop who owed me a bundle. This time was different, however. 
After he gave me the usual song and dance about empty pock- 
ets and unpaid bills, I informed him that despite our personal 
relationship and that of our mutual friends, I no longer had the 
power to keep imminent collection actions against him from 
taking place. I explained that my associates and I had all 
sworn to get what was owed us on this trip. In other words, we 
had sworn to each other that no more dawdling by the debtors 
was going to be tolerated. If he didn’t come up with the money 
or something of equivalent value, the carload of guys due back 
for me at any minute would arrive, and if I’d been unsuccess- 
ful, they’d kick me out and deal with him themselves. A final 
added note included the fact that “they don’t know you or care 
about you in the least.” When the rental car loaded with thugs 
pulled up to the curb, the mark promptly surrendered a wall of 
videotape/pirating equipment worth thousands. This approach 
yielded us a lot of treasures that day, and we spent our fresh- 
ly squeezed loot liberally and with much gusto that night in 
celebration of our accomplishments. 


Well, that’s it—we’ve covered all the basics about how to do 
successful private debt collections. Remember, stick to the fun- 
damentals and play it safe. Time and talent are on your side. 
Good luck and a tip of my hat to those bold enough to take 
advantage of this modern-day opportunity to help “clean up this 
town.” I hope that the lessons in this book will be of help to you. 
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About the Author 


Twenty years’ worth of hunting down 
deadbeats eventually taught me the skills 
that I use today, as a full-time private col- 
lector. I came to this work after a number 
of different careers and business ven- 
tures. Bookmaking, loan sharking, and 
lots of prohibition busting was followed 
by the less merciful position of wholesale 
and retail business ownership. Legiti- 
mate business gave me little relief when 
it came to debt cheats. Regardless of the 
type of transaction, I’ve always believed 
in hunting down any bum who tried to 
stick it to me, as opposed to “writing it 
off,” which doesn’t get the dog fed. 

Sensing the potential trip to the 
stroke ward that awaited me, and aware 
of the opportunities that existed, I 
jumped ship to pursue independent col- 
lections on a full-time basis. I had always 
chased down monies owed me and pur- 
sued opportune collections that were 
brought to my attention, but | had no 
idea how much demand for my services 
there would be. While avoiding both 
arrest and injury, I have enjoyed a good 


lifestyle, significantly reduced the stress in my life, and found a 
lucrative profession where the fear of competition is nonexistent, 
because the supply of work available vastly exceeds those ready 
to tackle it. You can say a lot of bad things about welchers, but 
they guarantee your job security; they'll always be around. 

In 20 years of chasing down debt dodgers, the most obvious 
lesson learned was that the use of violent and blatantly illegal 
tactics will yield the collector far poorer results than do subtle 
and simple strategies that are more practical and legal. This is 
the basis for the methodology of my work and the lessons con- 
tained in this book. 

My methods focus on finding the debtor’s personal weak- 
nesses, be they moral, financial, or otherwise, and then ham- 
mering away at them until he succumbs to the pressure and pays 
me to go away. The would-be collector and the professional part 
company when it comes to finding and successfully exploiting 
the aforementioned weaknesses, while at the same time offering 
minimal exposure to either legal or personal retaliation. 

I am a professional private collector. Collecting money is my 
job, and I do it well. I get the money, and you can, too, after 
reading my book. 


122 Hard-Core Collections 


“I am a professional private collector. 
Collecting money is my job, and I do it 
well. I get the money, and you can, too— 
after reading my book.” 


In 20 years of chasing down debt dodgers, 
David DeMercurio has seen it all, and he has 
learned what works (and what doesn’t) in col- 
lecting “uncollectable” bills. Hard-Core 
Collections reveals the professional secrets and 
methods of a private collections man. Find out 
how to make a good living collecting back 
child support, uncollected judgments, or any 
unpaid bills, as well as effecting evictions. 

Let’s face it—there are a lot of debt-col- 
lecting services out there, and there are lots 
of laws that restrict what you can do to make 
debtors pay up. To succeed in this dirty busi- 
ness, you’ve got to have an edge. Hard-Core 
Collections gives you that edge with a brutal 
but effective approach to getting the bucks 
without breaking legs or winding up in jail. 
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